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| Are You Ready’... 

1937 Will Bring NEW and INCREASING Business! 
The New Benj. Allen Catalog 


is filled with the latest and 


more Attractive Jewelry! 














NEWER! 
BIGGER! 
MORE 

UP TO DATE 


NOW 
IS THE 
TIME TO 
REPLENISH 
YOUR 
DEPLETED 
STOCK. 
BE READY 
7m FOR THE BIGGER 
BUSINESS JUST 
AHEAD. 
USE THE BENJ. 
ALLEN & CO. 
CATALOG, 
THE JEWELERS’ 
RIGHT HAND MAN 
= FOR 
=e — BETTER SERVICE 
=, AND 
BETTER PROFIT 


BENJ. ALLEN & CO., inc 


The Silversmiths Building 
10 SOUTH WABASH AVE. CHICAGO, ILLINOIS 
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Md 
W. were greatly 


pleased with the decision of the 
United States Supreme Court in 
upholding the principles of the State 
‘Fair Trade’ Acts in Illinois and 
‘California. This should mean much 
to the other twelve states having simi- 
lar legislation,” says Frank C. Beck- 
with, president of the Hamilton 
Watch Co., Lancaster, Pa. 

“We hope that Federal action will 
be taken sooner or later which will 
permit the real benefits to be realized 
by the retail merchants of the United 
States,’ he added. 


© © 


P ractically all 
of the prominent retail jewelry houses 
of Pittsburgh enjoyed the greatest 
volume of holiday business in a de- 
cade. One of the biggest increases oc- 
curred at the store of John M. 
Roberts & Son Co., Inc., where holi- 
day sales ran approximately three to 
three-and-a-half times ahead of 1935, 
according to John M. Roberts, 3rd, 
who said that the force of employees 
was augmented to more than 100. 
W. W. Wattles & Sons Co., Inc., re- 
ported virtually a 100 per cent in- 


‘crease, while the Grogan Co., Inc., 


and the Hardy & Hayes Co., Inc., 
also reported substantial gains. ‘Ter- 
heyden Co., Inc., enjoyed a nice in- 
crease in business. Credit jewelry 
stores such as Wm. J. Kappel Co., 
Inc., Henry Wilkens & Co., Inc., the 
De Roy stores, Pugh Bros., Ungers, 
Crane’s, Loftis, Helfer’s, etc., report- 
ed record-breaking sales. 

All of the Pittsburgh wholesale 
jewelry houses remained open on Sun- 
days in December, prior to Christmas, 
in order to accommodate the largest 
crowd of out-of-town jewelers that 
has visited the Pittsburgh market in 
many years. Buyers came from West 
Virginia, Ohio, western New York, 
central Pennsylvania, Delaware and 
Maryland. Everyone was optimistic 
and many reported unusually large sales 
of higher priced watches and a very 
good demand for diamonds. The Hall 
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Bros. Co., Inc., ring wholesalers in 
the Clark building, reported that its 
holiday business broke all previous 
records. 


© © 


i and poor electric 
clocks have been marketed widely in 
recent years, capitalizing on the good 
will created by instruments of pre- 
cision, with the result that many 
people have lost confidence in all elec- 
tric clocks, opines G. H. Barnum, 
head of the watch and clock depart- 
ment at the jewelry store of Henry 
Kohn & Sons, Inc., Hartford, Conn. 

“Of course, the names of certain 
electric clocks are widely accepted by 
the public as meaning dependable 
time-keeping,” says Mr. Barnum. In 
Mr. Barnum’s opinion, however, so 
many men and women have been 
disappointed with the operation of 
poor electric clocks in their homes 
that there is a genuine need at the 
present time for jewelers to re-edu- 
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cate many of their customers in the 
merits of fine electrically-operated 
timepieces. 

Demand for both electric and key- 
wind clocks, during 1936, kept pace 
with the upswing of jewelry and 
allied merchandise, he said. 


e 


l, the last 65 years 
South Africa has produced 185,000,- 
000 carats weight of diamonds, or 
three-quarters of all the diamonds 
owned by the human race, the Rotary 
Club of Westmount was told at their 
luncheon meeting in Victoria Hall by 
Lovell Baker, of Henry Birks & Sons, 
Ltd., Montreal, Can. His subject 
was the “King of Gems” and he en- 
tertained the Rotarians with the 
mysterious history of the famous dia- 
monds such as the ““Kohinoor” which 
found its way from a Rajah’s treas- 
ure in 1304 A. D., to the crown 
jewels of England today; the “Re- 
gent” carried once concealed in the 
wound of an Indian slave and finally 
resting in the Louvre, Paris; and the 
“Cullinan,” largest of all diamonds. 


© © 


4d 
, is nothing 


like having a decided newness to one’s 
stock, especially in this town,” ob- 
served Carl E. Schultz of the Holly- 
wood Jewel Shoppe, located in the 
city of that name. “Look at it in any 
way you may wish, a careful analysis 
of business conditions today will soon 
convince one that the main problem 
facing the jeweler is that of the fresh- 
ness of his stock. Buying, therefore, 
is of much more importance than just 
selling. A well selected carefully 
bought stock will do more to increase 
customer traffic than any other means. 
And we in the retail jewelry business 
need all the customer traffic we can 
possibly attract through the medium 
of unquestioned business methods. It 
is the smart and clever things which 
move out of one’s stock rapidly mak- 
ing both money and prestige for the 
house.” 





O, December 7, 1936, 


the United States Supreme Court by a unanimous opin- 
ion, sustained the constitutional validity of the Fair Trade 
Acts of Illinois and California. These laws, designed 
primarily to permit sales contracts providing for the 
maintenance of stipulated prices in the resale of com- 
modities bearing the trade-mark, brand or name of the 
producer or owner, have been passed by 15 states and 
have been modeled after the California Act. 

In general, the Fair Trade Acts provide that with 
respect to commodities which are in fair and open compe- 
tition with other commodities of the same general class 
produced by others, contracts between manufacturer or 
owner may lawfully contain provisions (1) that the pro- 
ducer will not resell the trade-marked article except at 
the price stipulated by the manufacturer or distributor, 
and (2) that the manufacturer or distributor may impose 
the condition that the trade-marked article in question 
shall not in any event be resold except at the price stipu- 
lated by the manufacturer or distributor. 

Provision is made that the restrictions upon the resale 
of the trade-marked article shall not apply (1) when the 
dealer closes out his stock of an article for the purpose of 
discontinuing the delivery of same; (2) when the goods 
are damaged or have deteriorated in quality and proper 
notice is given to the public of such damage or deteriora- 
tion, and (3) when the articles are sold by court order, 
i.e., bankruptcy sale. (The Fair Trade Acts of Illinois 
and Ohio contain the further provision restricting the 
dealer from closing out the stock of the trade-marked 
merchandise unless such stock is first offered to the manu- 
facturer thereof at the original invoice price at least ten 
days before the dealer intends to offer the same for sale to 
the public. ) 

The protection afforded the manufacturer and distribu- 
tor is very complete and effective and is contained in the 
following language, which is identical in practically all 
of the statutes: 

“Wilfully and knowingly advertising, offering 
for sale or selling any commodity at less than the 
price stipulated in any contract entered into pur- 
suant to the provisions of this Act, whether the 
person so advertising, offering for sale or selling is 
or is not a party to such contract, is unfair compe- 
tition and is actionable at the suit of any person 
damaged thereby.” 

‘The United States Supreme Court in its decision says: 

“The primary aim of the law is to protect the 
property—namely, the good will—of the producer, 
which he still owns. The price restriction is 








adopted as an appropriate means to that perfectly 
legitimate end.” 

“K  * We are here dealing not with a commod- 
ity alone, but with a commodity plus the brand or 
trade-mark which it bears as evidence of its origin 
and of the quality of the commodity for which the 
brand or trade-mark stands. Appellants (the 
dealers) own the commodity; they do not own the 
mark or the good will that the mark symbolizes. 
And good will is property in a very real sense, 
injury to which like injury to any other species of 
property, is a proper subject for legislation. Good 
will is a valuable contributing aid to business— 
sometimes the most valuable contributing asset of 
the producer or distributor of commodities. And 
distinctive trade-marks, labels and brands, are 
legitimate aids to the creation or enlargement of 
such good will. It is well settled that the proprie- 
tor of the good will ‘is entitled to protection as 
against one who attempts to deprive him of the 
benefits resulting from the same, by using his 
labels and trade-mark without his consent and 
authority’.” 


The court in effect condemned price cutting by the 
retail dealers as injurious to the good will and business of 


THE JEWELERS’ CIRCULAR-KEYSTONE 
for January, 1937 
















New United 
States Supreme 
Court Building 





LOUIS GOLDMAN 






the manufacturer and distributor, as well as to the general 
public. It recognizes the fact that the sale of standard 
trade marked merchandise at less than the price fixed by 
the manufacturer acting under the provisions of the Fair 
Trade Acts may be enjoined and those violating such pro- 
visions may be answerable in damages. 

In order to avail themselves of the benefits of the Fair 
Trade Act, manufacturers and distributors must (1) 
operate under contracts, franchises or agreements entered 
into pursuant to the provisions protecting the resale of 
their commodity, and (2) maintain a published price list 
or place offenders upon notice that resale of the commod- 
ities in question are subject to the provisions of the Act. 
It is not necessary that the person who violates the 
Act shall have been a franchise dealer or have purchased 
the merchandise in regular course. The mere fact that 
such offender, having knowledge of the restrictions placed 
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upon the resale of the merchandise, deliberately sells, 
offers for sale, or advertises the said merchandise at less 
than the authorized resale price, makes him amenable to 
the penalties provided by the Act. 

The intent of the Act centers about the protection of 
the good will established by the manufacturer of mer- 
chandise bearing a brand, trade-mark or trade name. It 
does not prevent a dealer from dealing in the competing 
goods of other products of the same general class, but it 
admonishes that dealer that he may not, directly or in- 
directly, adopt price cutting practices, the result of which 
may deceive the public in the comparative values of such 
competing commodities, or as the result of which he may 
increase his sales in other departments at the expense of 
the good will and reputation of the manufacturer of the 
trade-marked article used as a “loss leader.” Manufac- 
turers and distributors, therefore, now possess a powerful 
weapon that may be successfully employed in the protec- 
tion of their good will, in the protection of distributors 
and dealers, and in the protection of the consuming public. 
It is the consensus of opinion that manufacturers and dis- 
tributors will, with enthusiasm, operate the Fair Trade 
Act and invoke its provisions to adequately secure such 
protection. 

Henceforth, in the states where Fair Trade Acts have 
been adopted, the established uniform standard resale 
prices on trade-marked merchandise sold under the Act 
will assure dealers immunity from -price cutting. No 
longer need the manufacturer fear the prospect of awaken- 
ing as if from a nightmare to find pernicious and destruc- 
tive influences operating through the advertising columns 
of newspapers and other media, maintaining a campaign 
destructive of the established good will and the merchan- 
dising policies based on fair play and fair profit. No 
longer should it be possible to confuse the public with a 
depreciating comparison by the price cutting of trade- 
marked merchandise in cutthroat competition with other 
similar commodities. No longer should it be possible for 
commercial pirates to demoralize the market, locally or 
nationally, and thereby produce a general uneconomic 
lowering of prices. The effect should be to re-establish 
ethical principles in business life, fair dealing between the 
manufacturer, the dealer, and the public, and place busi- 
ness on a higher plane of honesty and truth in advertising. 
The unfair advantages heretofore acquired may no longer 
be enjoyed by those who have shown a tendency to violate 
the best traditions of business and commerce. The Fair 
Trade Acts which are products of state legislatures, can 
and do successfully check those unwarranted practices that 

(Please turn to Page 59) 


















Net sales of retail jewelry stores 
in the United States during 1936 
totaled more than $284,000,000— 
greater by 22 per cent than dur- 
ing 1935, by 4] per cent than 
during 1934, and by 62 per cent 
than during 1933. 

The holiday trade had a greater 
lift than the average for the whole 
year. It was an average of 33 per 
cent better than the December 
business in 1935. 

Several jewelry houses canvassed 
by telegraph and telephone by 
THE JEWELERS’ CIRCULAR- 
KEYSTONE reported greater busi- 
ness than they had in 1929. It was 
generally agreed that the upward 
swing of the last few years, and 
especially of 1936, would be pro- 
jected into 1937, together with a 
demand for better-grade merchan- 
dise and an appreciable price 
advance. 
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last year’s jewelry 
sales up 22 per 
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Repons from all sections 


of the country show a marked increase in the 1936 Christ- 
mas business as compared with 1935 and figures for the 
year are also well in advance of the previous year’s re- 
ports. Telegrams like the one shown above were sent to 
retail jewelers in every state in the Union and the replies 
are most encouraging. Believe it or not, but modesty 
prevented more than one firm from speaking for publica- 
tion. A Fifth Avenue jeweler, who would not be quoted 
by name, disclosed that two weeks before Christmas he 
was sold out of many types of jeweled pieces up to $5,000 
in value. He said that his holiday trade was more than 
double that of ’35. 

Here is what they say about business for the year and as 
to the Christmas business for 1936: 


CORINTH, @MISS. 
BUSINESS TWENTY FIVE PERCENT BETTER THAN 
LAST YEAR. 
E F WAITS. 


* * * 


KANSAS CITY, MO. 
SUBSTANTIAL INCREASE OVER NINETEEN 
THIRTY FIVE. FINE JEWELRY AND WATCHES 
OUTSTANDING AND ARTICLES OF BETTER QUAL- 
ITY THROUGHOUT ALL LINES WERE IN DEMAND. 
JACCARD JEWELRY CORP. 
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TUCSON, ARIZ. 
NINETEEN THIRTY SIX ABOUT TWENTY FIVE 
PERCENT BETTER THAN LAST YEAR. FINE 
JEWELRY SALES SLIGHTLY BETTER THAN LAST 
YEAR. INCREASE DEMAND WAS FOR BETTER 
GRADE OF WATCHES. THANKS FOR WISHES AND 
HAPPY NEW YEAR. 

GREENWALD & ADAMS. 


* * * 


BOISE, IDAHO 
INCREASE FOR THE YEAR FIFTEEN PERCENT. 
INCREASE FOR DECEMBER THIRTY THREE PER-— 
CENT. NOT MUCH JEWELRY SOLD MOSTLY 
WATCHES AND DIAMONDS SOME STONE RINGS. 
ALL UNIT SALES HIGHER. 
KAUFMAN JEWELERS. 


* * * 


BUTTE, MONT. 
NINETEEN THIRTY SIX BUSINESS IS TWENTY 
FIVE PERCENT GREATER THAN NINETEEN THIRTY 
FIVE. THERE HAS BEEN INCREASED DEMAND 
FOR BETTER QUALITY JEWELRY BUT FINE 
JEWELRY DID NOT SELL. 
L H KENOFFEL S & S JEWELERS. 


* * * 


HARTFORD, CONN. 
OUR NINETEEN THIRTY SIX VOLUME WILL BE 
FULLY THIRTY PERCENT GREATER THAN NINE- 
TEEN THIRTY FIVE. BETTER QUALITY AC- 
COUNTS FOR PART OF THIS INCREASE BUT THE 
ABILITY OF LARGER NUMBERS OF PEOPLE TO 
BUY IS THE REASON FOR STEADILY EXPANDING 
BUSINESS. WE LOOK TO NINETEEN THIRTY 
SEVEN WITH COMPLETE CONFIDENCE IN A 
CONTINUANCE OF THE PRESENT TREND. 

MICHAELS INC. 


* * * 


NEW ORLEANS, LA. 

NINETEEN THIRTY SIX VOLUME THROUGH 
DECEMBER TWENTY FOURTH TWENTY THREE 
POINT FIFTY FIVE PERCENT BETTER THAN 
NINETEEN THIRTY FIVE. FINE JEWELRY DID 
NOT PLAY IMPORTANT PART. SOME DEMAND FOR 
BETTER QUALITY BUT NOT GENERAL ALL LINES 
BEST HOLIDAY WISHES. 

HENRY HAUSMANN HAUSMANN INC. 


* * * 


CHEYENNE, WYO. 
NINETEEN THIRTY SIX BUSINESS EQUALED 
NINETEEN THIRTY FIVE WITH BETTER WRIST 
WATCH SALES FAR IN LEAD. OTHER JEWELRY 
AND SILVER IN FINER QUALITY MOVED SLOWLY. 
LESS EXPENSIVE COSTUME JEWELRY PLAYED AN 
IMPORTANT PART AND DIAMONDS AS USUAL 
HELD THEIR PLACE. 

A E BRENDLER JEWELER. 
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SALT LAKE CITY, UTAH 
OUR BUSINESS EXCEEDED LAST YEAR TWENTY 
PERCENT. AVERAGE WATCH SALES ADVANCED 
FROM TWENTY SEVEN FIFTY TO FORTY FIVE 
DOLLARS. DIAMOND SALES INCREASED MA-— 
TERIALLY IN NUMBER OF SALES. LARGE 
EXPENSIVE DIAMOND PIECES OF ONE THOUSAND 
OR MORE ABOUT THE SAME. GOLD JEWELRY 
WAS ALL OF MUCH HIGHER QUALITY THAN LAST 
YEAR. 
GEORGE L JENSEN VICE PRES. BOYD PARK INC. 


* * * 


ALBUQUERQUE, NEW MEX. 
INCREASE ABOUT TWENTY PERCENT OVER NINE- 
TEEN THIRTY FIVE. DEMAND FOR BETTER 
JEWELRY SILVERWARE AND PRINCIPALLY 


WATCHES . 
FRANK MINDLIN. 


* * * 


TAMPA, FLA. 
THREE AND HALF PERCENT INCREASE OVER 
NINETEEN THIRTY FIVE DEMAND FOR BETTER 
QUALITY GOODS ESPECIALLY WATCHES. 
BECKWITH RANGE JEWELRY CO. 


* * * 


MEMPHIS, TENN. 
RETAIL VOLUME THROUGH TWENTY FOURTH FOR 
FISCAL YEAR UP TWENTY TWO PERCENT. FOR 
DECEMBER THROUGH TWENTY FOURTH COMPARED 
SAME PERIOD LAST YEAR UP THIRTY NINE 
PLUS PERCENT. THE ANSWER TO OTHER 
QUESTIONS IS YES INDEED GLAD TO CO- 


OPERATE. 
GEO. T BRODNAX INC. 


* * * 


PADUCAH, KY. 
CHRISTMAS BUSINESS FOR NINETEEN THIRTY 
SIX OVER NINETEEN THIRTY FIVE SLIGHTLY 
BETTER THAN FORTY AND A HALF PERCENT. 
INCREASED DEMAND FOR BETTER QUALITY 
MERCHANDISE. WATCHES, DIAMONDS, STER- 
LING SILVERWARE PLAYED PROMINENT PART. 
NAGEL & MEYER. 


* * * 


CHICAGO, ILL. 
GENERAL BUSINESS RUNNING SIXTY FIVE PER- 
CENT HIGHER FOR DECEMBER. UNIT SALES 
TWENTY PERCENT HIGHER. WATCH SALES 
SURPASS NINETEEN TWENTY NINE. WATCH 
INCREASE SHOWS NATIONAL ADVERTISING PAYS 
BIG DIVIDENDS. DIAMOND MEN SHOULD BE 
INTERESTED. DIAMOND RINGS THIRD HIGHER 
OVER NINETEEN THIRTY FIVE. OTHER 


(Please turn to Page 64) 
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ACCOUNTING MANUAL 





The object of this manual 


is to present a simple and uniform method for jewelers to 
adopt in making out their annual statements. This uni- 
formity is desirable in order that all jewelers may “talk 
the same language,” and that each may be able to com- 
pare his figures intelligently with those recorded by other 
jewelers. 

The average jeweler is a better merchant than book- 
keeper. So in most cases it will be found profitable for 
him to employ a bookkeeper, if only for part time, to 
handle the books, so that he himself will be free to direct 
his energies toward selling. A typical annual statement is 
shown herewith. Each item is numbered, making it easy 
to follow the discussion in the text. 


1. OPERATING STATEMENT 


Net sales, Line 1, means gross sales for the year minus 
all returns and allowances. It applies only to the sales of 
merchandise. The receipts from repairs and other income 
are explained under Lines 14 and 15. The figure on 
Line 1 is used as 100 per cent in all percentage calcula- 
tions. 

On Line 2 is the merchandise inventory at the begin- 
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By MURRAY C. FRENCH 


EDITOR’S NOTE—Save this Jeweler’s Ae- 
counting Manual for reference the first of 
every year. Follow its instructions and your 
annual statement will tell the truth about 
your business—and in a way that can be com- 


pared with the results shown by other jewelers 


ning of the year, the actual worth of the stock taken “at 
cost or market value, whichever is lower.” The accuracy 
of the entire statement hinges upon a correct inventory. 
Unfortunately, a few jewelers never admit any of their 
stock has depreciated in value. They continue to invoice 
everything at the original cost. This results in inaccurate 
profit showings which may eventually prove disastrous, 

On Line 3 care must be taken to list only merchandise 
bought for resale. Nothing that is given away should 
enter the figures on Lines 2 and 3. Such items are ex- 
penses. This is important. 

These purchases on Line 3 represent the “cost” of the 
goods received during the year. The uniformly accepted 
definition of “cost” is net, delivered cost. In other words, 
the “‘cost’’ of the merchandise purchases on Line 3 is the 
invoice cost plus incoming transportation minus discounts 
actually taken. Therefore the only correct process of find- 
ing the figure for Line 3 is explained in detail by Lines 4, 
5, 6 and 7 of the chart. 

Lines 8, 9 and 10 show how to find the “cost of goods 
sold.” Since this figure depends upon the opening and 
closing inventories, it therefore includes all stock shortages 
and all depreciation in the stock on hand as well as the 
actual invoice cost of the goods sold. This is in line with 
standard accounting practices. 

Gross margin, Line 11, is then found by subtracting the 
cost of goods sold from the total sales. Then by subtract- 
ing the expenses from the gross margin we find the oper- 
ating profit, Line 13. 

This figure is called the operating profit because it is 
influenced only by operations connected with the sale of 
jewelry. It is not changed by any money the proprietor 
may make or lose in the repair shop, or through the sale of 
bonds or real estate. 

If the figures for repairing and for the sale of jewelry 
itself are not separated, then the gross margin is a mean- 
ingless figure. The repair shop figures must be kept sepa- 
rate, the profit or loss being shown on Line 14. This 
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profit or loss is simply the difference between the repair 
shop sales and its expenses. 

These shop expenses consist of three main items, (1) 
payroll, (2) purchases of all kinds and (3) depreciation 
of equipment. ‘The payroll must include not only the 
salaries of shop workers, but also a fair proportion of the 
proprietor’s salary. 

On Line 15 is shown the profit or loss from the sale of 
store-owned securities, interest from securities, cash over 
and cash short, and the profit or loss from any transaction 
not strictly a part of the jewelry business, as, for instance, 
the sale of a discarded show case. 

Line 16, total net gain, is the sum of the operating 





profit, the repair shop profit and all other income. It is 
the figure upon which income taxes are paid, distribution 
made to stockholders and additions made to surplus. 


2. FINANCIAL STATEMENT 


Stated simply, assets are what we have. Liabilities are 
what we owe. Net worth is the difference between the 


two. 

The merchandise inventory, Line 17, must be exactly 
the same figure as appears on Line 9. The cash, Line 18, 
is self-explanatory. 

To find Line 19, accounts receivable, the customers’ 

(Please turn to page 60) 


THE JEWELERS’ CIRCULAR-KEYSTONE 
for January, 1937 














You can’t be a hold-out in a “buy out of income” sales scheme, opines 





The Observer. “Look through the business windshield, not the rear-view 
mirror!” The nation’s industry will expand this year, and the jeweler 


must keep pace. If you want an easy “sales speedometer,” tag mer- 
chandise with different colors—white for new stock, green for over six 
months, and red for year-old shelf-warmers. 


You ARE AT 





lvs a new year. 
Don’t be caught asleep at the switch. The popular Presi- 
dent is snugly set for four more long years. And that’s 
that. So worry about your own salvation—if you must 
worry. 

Maybe your store was one that got caught short, out of 
best-selling merchandise about December 18. If so, while 
we don’t like post mortems, we could say “We told you 
so.” However, ever altruistic, we always start the new 
year in a friendly mood and are more concerned with the 
future than past. 

Forget November 3 and December 25, 1936, and begin 
to work on 1937—the. year of the boom—the twelve 
months of Opportunity with the big “O.” For it’s upon 
you—you can’t turn back. Look through the business 
windshield, not the rear-view mirror! 

Credit inflation is on its way and prices of securities 
and commodities will rise. It’s too early to know what 
the new Congress will do to the gold and silver act, but 
you're safe in the knowledge that better business and 
higher prices are ahead. The time to push sales is now. 
Get ready to profit! Take advantage of present buying 
opportunities. Buy judiciously and you cannot lose. 
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Jewelers have had a lifetime of experience since 1929 
and none should buy anything indiscriminately, as many 
once did to their regret. Yet those who fail to have a full 
variety of salable merchandise all the year ’round are 
dozing a bit and might soon get soundly asleep. You'll 
recall that 8.5 per cent of the year’s weddings are the 
monthly average, whether it be frigid January or swelter- 
ing July. Work with that in mind. 

The annual outlook is very encouraging. Bonuses paid 
by industrial plants were not all spent for things to hang 
on the Christmas tree. Money has been so scarce Mr. 
John Q. Public has learned not to squander easily gotten 
gold. But he has not learned to have complete control 
over those many emotions which cause people to buy 
things. So stock your store with the things you know 
people want and then tell them you have those things. 
Repetition is reputation. 

1936 was a year of recovery. Seven years of quickly 
crashing downward and slowly struggling upward leaves 
us what we know as normal, facing a period of pleasing 
prosperity. Nevertheless this is going to be just as hard to 
keep as the depression was to get rid of. 

You'll be obliged to do things differently to share in 
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1937’s profits. One of the greatest factors will be your 
ability to entice new business by the buy-out-of-income or 
similar sales-appeal scheme. You can’t be a hold-out on 
that score. Too many other competitive luxuries are ob- 
tainable in that manner. What can’t you buy by partial 
payment is the question you must put to yourself. Then 
act! 

Modernization, inside and out, is vital to your store’s 
health. Are your windows or interiors out of style? If 
so, how can you allure trade if they are? And with attrac- 
tive store fronts so quickly installed you should make yours 
outstanding to stay in line. 

Personnel is also paramount. We know it’s often a 
problem, frequently saturated with sentiment, but every 
stable has a losing horse. If you have one, put him in a 
claiming race somehow. It may mean a pension or request 
for resignation. More often a good heart-to-heart talk 
steps up a salesperson’s power. The suggestion is never- 
theless made that you increase your sales ability somehow 
soon. Prepare for the exciting months and year that are 
here—right now, for those with a sense of sell. 

Mentioning sell reminds me of that swell idea to white 
tag new goods—green tag goods in stock over six months 
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and red tag all items over one year. If you've never done 
this, do it during inventory which you’re working on. 
This is the best time. Then when prices rise or lower 
you have complete knowledge of that particular article’s 
turnover, which, after all, is a store’s speedometer. 

Inventory control is the most valuable asset a store can 
have, but many jewelery stores are woefully weak. If the 
general manager could move his desk to the receiving 
room, everything would be better. Much of the headache 
of “poor purchases” could be eliminated if salaries of de- 
partment heads were paid on a commission basis. The 
necessity for P.M.’s and close-out prices would vanish. 
Too many purchases are made without check-up on turn- 
over of kindred items previously in the line. Spontaneous 
acceptances often bring tearful bottom-line figures when 
the year’s score is counted. 

Speaking generally, the whole country is making plans 
for the material extension of their operations during 1937. 
If that is the case, the jeweler should keep pace. He who 
even hesitates is lost and Lord help the hindmost. 

Where does America stand today? 

Well, there’s 11 billion dollars in the Treasury. This 
treasury, as a brake against runaway credit inflation, looks 
longingly toward the better balanced budget the President 
promised. 

General business this year should show a gain of about 
10 per cent above last year, according to a spokesman for 
the International Statistical Bureau. He estimates an 
increase of about 8 to 10 per cent in industrial production, 
of 10 per cent in automobile output, of 70 per cent in 
residential building, of 10 to 15 per cent in steel output, 
of 12 to 15 per cent in railroad freight traffic, and of 
about 15 to 20 per cent in corporate profits. All retail 
sales should increase by between 10. to 15 per cent under 
the stimulus of greater consumer income and increasing 
purchasing by means of time payments. Moreover, in 
view of our greater population, this spokesman contends, 
1929 levels must ultimately be surpassed in all lines. 

Briefly—the salary increases now effective all over 
America, plus the fact that in 1937 building will spend 
some $3,500,000,000, are sufficient stimulation upon which 
alert jewelers can act. For better pay and better homes 
are two of the best primers for the spending pump. We’re 
told individual stockholders of American corporations re- 
ceived one billion dollars in dividends the last quarter of 
1936. Farm cash income for 1936 was the largest since 
1930, yet the lambs who run to ticker-tape rooms will 
again be fleeced. But who can stop them? The main thing 
is to be optimistic and proceed with caution, for we truly 
are recovering with Roosevelt! 


























By 
J. R. von STERNBERG 


M.. Jeweler, store modernization 
pays—the sales promotion experts of the nation have 
seen to that. American Business today spends more money 
on face-lifting than do American Women. Over $500,- 
000,000 yearly is devoted to this fine art, and with telling 
effect. Modernizing and maintaining the sales effective- 
ness of a store is as important and as delicate a job as 
knowing how to stock its shelves. It calls for careful 
planning, and then determined action. 

Why modernize? Because it attracts favorable atten- 
tion; because old customers, unlike old soldiers, do die, 
and a new front and interior are one of the most direct 
appeals to new business you can make. Thumb the ads 
in a modern magazine, and note their color, simplicity 
and bright new appeal. A shop is a three-dimensional 
advertisement in glass and stone. It is a frame, a setting 
and a barker for your wares. Let’s be scientific, and com- 
pare actual figures from a pedestrian count of the num- 
ber of passers-by attracted by a new window as compared 


with the old. 





A jeweler in 
Youngstown, Ohio, 
achieves a very 

smart composition 
by the use of well 
disposed windows, 
black glass and an 

il interesting inset 

j sign. Courtesy of 

ay 4 Pittsburgh Plate 

a Glass Co 
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EDITOR’S NOTE: This first of a series on moderni- 
zation procedure by Mr. von Sternberg will be fol- 
lowed by others dealing with the technique of 
modernization, cost and accounting of moderniza- 
tion, and lighting and air conditioning. 


Mr. von Sternberg will be glad to answer your ques- 
tions regarding store reconstruction. Several of 
them will be printed in our next issue. 
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A large jewelry store in a Connecticut city replaced an 
old brick and glass transom front with black structural 
glass and bronze. Window reflectors were recessed and 
intensified; new window backs were installed; the glass 
height was brought down and the bulkheads were raised. 
The effect was to spotlight the jewelry, bringing out its 
finely-wrought detail, and accenting its brilliance. A 
black glass panel was introduced in the unused transom 
space with chaste gold-etched lettering, and the entire 
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front was night lighted by an inverted trough above the 
sign. This new front attracted four times as many peo- 
ple as the old. Moreover, these people spent 50 per cent 
more time examining the display and helped increase the 
sales of this store 35 per cent. Today, the New England 
chain, of which that store is a member, makes an annual 
allotment for modernizing its units, firmly convinced that 
modernization should be a matter of planned policy. 
How much should be spent? Modernizing is not 
always a major operation. An owner planning a change 
should always ask himself these questions: First, what 
are the potentialities of my location? Second, what is the 
potentiality of my market? Is my coverage good? ‘These 
questions are vital, and should only be answered after a 
thorough check-up of land values and community trends. 
Refer to your Chamber of Commerce for this data be- 
cause it plumbs the economic depth of your trade chan- 
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A striking combination of classic 
proportions and modern materials is 
exemplified by this Atlantic City 
store. Architect Berlinger uses 
structural glass bulkheads and 
valences and Enduro trim. 


Right—Interior-Trabert & Hoeffer, 

Inc., Mauboussin, subdued atmos- 

phere necessary for the presenta- 

tion of higher-priced jewelry. Plain 

walls are accented only by simple 
displays. 


nels; and to your architect because he specializes in mer- 
chandising means—because he builds the walls of the 
street on which you face. He can help you in these pre- 
liminaries in three ways: 

1. By outlining the cost and design possibilities 
of your shop. 

2. By describing the aims and functions of modern 
store layout. 

3. By advising you in regard to financing and 
landlord cooperation. Let me illustrate a case in 
point: 

A jeweler wires us to meet him in Providence to go 
over his shop there. It needs decorating. New competitors 
and the brighter shops of his neighbors have taken the 
bloom off his front, and his business has not kept pace 
with the leaders. Upon examination, we advise him to 

(Please turn to page 67) 
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of COLE & YOUNG CO 


Sane modernization is 
attracting more and more attention among retail mer- 
chants and many retail jewelers in the United States have 
already caught the spirit of the present-day trend in this 
direction and have already or are now planning to make 
their stores the attractive and inviting shopping places that 
are needed in present-day merchandising. The public ex- 
pects to find the retail jewelers in the forefront in such 
improvements and will be much more apt to purchase 
where it finds modern window displays, lighting and other 
up-to-the-minute conditions combined with fine merchan- 
dise, fairly priced. 

The Cole & Young Co., 9144 Commercial Ave., Chi- 
cago, has felt the need of a more modern setting and has 
just recently completed such a modernization project. The 
recent opening of this well-known credit store following 
the installation of many improvements created a great 
deal of public attention and evoked many complimentary 
remarks. 

The store front in its new dress is of black structural 
glass with grey glass trim. A new sign has been installed 
and is most attractive. The letters of the name Cole & 
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Young Co. stand out eight inches with the channel in 
which the new blue Neon is inset. This prevents the 
Neon light from spreading all over the signs, as old style 
ones do. 

The interior arrangement comprises, first, two show 
cases on the sides at the front, and then the center type 
down the middle. This gives a fine view as one enters the 
store. Wall cases on the sides are attractively arranged. 
The fixtures are all done in Oriental walnut and the 
white wood inside cases are white mahogany. Doors and 
cupboards fill the entire spaces behind counters. There ~ 
are no old-fashioned trays for merchandise, except for 
rings. All other cases are fitted with step fixtures of vari- 
ous kinds for just a window trimming of merchandise. 
The rest is all below in drawers right under the trim, with 
boxes in the lower drawers for same. 

There are little metal stools that come out of cupboards 
behind the show cases, and slide in front of them for 
marking goods, or for the clerks to rest. The old type 
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: Above—View of the in- 
terior of the store before 
modernization work was 
started. Left—The store 
as it appears today after 
the work had been com- 
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The New Year 


ITH the beginning of the New 
Year THe Jewevers’ Circu- 
LAR-KEYSTONE wishes to take this 
opportunity to express its genuine ap- 
preciation of the good will and coop- 
eration of its many friends through- 
out the entire trade and to wish every 
jeweler a full measure of health, hap- 
piness and prosperity during 1937. 
The past year has shown a marked 
improvement in general business con- 
ditions which has been reflected in 
our own industry. We are entering 
a new era in business life which of- 
fers alluring opportunities for jewel- 
ers who have initiative and vision. 
All indications point to a continued 
upward trend and 1937 should prove 
to be one of continued progress. So 
again we wish you all a Happy New 
Year. 


Modernize Your Store 


EPORTS from retail jewelers in 

various sections of the country 
indicate that there is a marked trend 
toward the improvement of stores and 
already many merchants have gone 
ahead with changes which make their 
places of business more inviting to 
the purchasing public. Those who 
have taken this step report gratifying 
results from a sales standpoint. 

In view of this fact and because 
of the many inquiries we have re- 
ceived on this subject THE JEWELERS’ 
CirnCULAR-KEyYSTONE has decided to 
devote more attention to moderniza- 
tion of jewelry stores and in this and 
the February and March issues spe- 
cial articles will appear which, it is 
hoped, will prove of benefit to those 
who are contemplating changes in 
their places of business. 

These articles, written by author- 
ities in this field, will outline plans 
and suggestions on new store fronts, 
more adequate lighting, interior store 
equipment, air conditioning and other 
improvements which will put jewelry 
stores in the forefront of modern re- 
tail establishments. 


KC MovchaA ark) Editor 


Such changes are in line with the 
public demand and it is becoming 
more and more apparent that attrac- 
tive, modern stores are necessary to 
success in a business which deals in 
the fine merchandise of our industry. 

With the return of improved busi- 
ness conditions now is the time to 


Modernize. 
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State Fair Trade Laws 


N a unanimous decision by the 

United States Supreme Court on 
December 7, 1936, State Fair Trade 
Laws prohibiting the sale of trade- 
marked and labeled products at prices 
below those fixed by contract between 
sellers and their customers, were held 
constitutional, in cases involving the 
California and Illinois Acts. 

The Supreme Court stated that it 
did not consider, and was not called 
upon to consider, the merits of the 
long-time arguments over the eco- 
nomic aspects of price-maintenance ; 
and its decision is based solely on legal 
grounds. 

The opinion has been widely ex- 
pressed that this decision will have a 
far-reaching effect in repressing pred- 
atory price-cutting, especially because 
14 States have similar Laws. 

The decision in relation to the IIli- 
nois and California Acts, sustains the 
validity of agreements made under 
those Acts by a manufacturer with 
his wholesale or retail customers to 
maintain the fixed standard prices of 
his products; and to obligate all other 
dealers to maintain such prices, even 
though such other dealers did not 
enter into such agreements. 

In this latter, and very important, 
particular, the Supreme Court’s deci- 
sion is in full contradiction with the 
New York Court of Appeals’ decision 
under the similar New York Act. 
Responsible opinion is being publicly 
expressed as to whether the New 
York Court will take appropriate 
steps to make its decision conform 
with the Supreme Court’s decision. 

The decision of the Court is wel- 
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comed by many in our industry and 
in other industries, which have long 
felt the need of such a ruling as q 
curb upon predatory price-cutting. 

It must be emphasized that this 
decision relates only to transactions 
within the limits of a particular State 
having such a fair trade law, and does 
not change the present situation as to 
agreements of this nature which re- 
late to interstate transactions. As to 
these, the prohibition of the Sherman 
Law still applies, but the Tydings 
Bill which passed the Senate last 
June and is to be brought up again 
at the next session of Congress, will, 
if enacted, largely correct this inter- 
state situation. 

o © 


Rebuilding a Lost Quality 


HE years of the depression left 

their mark on the jewelry industry 
by bringing into the market a great 
deal of merchandise of inferior qual- 
ity. This condition was to be ex- 
pected because of the decreased pur- 
chasing power of the vast majority of 
the people of our country. There 
was little demand in many instances 
for other than the necessities of life 
and often even these could not be pro- 
vided in full measure. 

With the improvement in business 
conditions which has increased pur- 
chasing power, retail merchants are 
feeling the demand for better quality 
products and far-sighted producers 
are responding to this demand. 

In the jewelry trade the right qual- 
ity merchandise at the right price will 
find a more welcome response from 
the buying public and this fact should 
be borne in mind as conditions con- 
tinue to mark an upward trend. 

Let us get back to better quality. 
There is always the desire for fine 
workmanship and fine products and 
now that the vast majority of the peo- 
ple are again buying more of what 
they want instead of only what they 
actually need, the time is opportune 
to offer better products. 
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“Let January’s maiden be 
All Garnet gemmed with Constancy.” 


In singing the above sentiment, the poet agrees with the traditions of the 
Jews, Romans, Arabians, Poles and other races in placing the garnet as the natal 
stone for January. In fact, it is also designated in the lists of the Russians and 
the Italians, although among these two races there was an alternate stone, the 
hyacinth among the Romans and the jacinth among the Italians, according to 
the table prepared by the late Dr. George F. Kunz. 


Garnets have always been extensively used throughout the East and amongst 
the Greeks and Romans. In India and throughout Persia it was known as an 
amulet against poison and the plague, worn to attract health and cheerfulness, 
and as a protection against lightning. During the Middle Ages it was used 
as a remedy for inflammatory diseases and to confer constancy, fidelity and 
cheerfulness to its rightful wearers. 


Joan Perry’s forthcoming production for Columbia Studio is “Counterfeit 
Lady” in which she plays the leading role. 


The garnet jewelry was designed and made for Milnor, Inc., Los Angeles, 
Calif., and loaned to Miss Perry for this photograph. 
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JOAN PERRY 


Wearing a clip, ring and 
earring of garnets, the 


birthstone for January 




























HERE never was a time in American industry when such a flood of dividends, 
bonuses, surpluses and other pay compensations have been distributed as has been 


the case during the past month. 


The shower of dollars from America’s leading corporations eclipsed anything like 
it during the past century. Distribution to workers and shareholders since December 
first has exceeded $1,250,000,000. Personally I do not know how much money this is, 
but I have a suspicion that it is a lot of money and I know that there is lots more to 


come during the present year of our Lord 1937. 


pny aia 


In addition to this, pay raises alone are estimated to total $150,000,000 annually. 
Added to this so far has been approximately $700,000 in extra and regular divi- 
dends to say nothing of the $50,000,000 in Christmas bonuses. 


This materially will result in a wave of buying that will far overshadow anything 


we have experienced along this line in many a year, not excepting the gay twenties. 


And speaking of the “twenties,” did you cash in during that era when the jewelry 
industry approached within striking distance of the ‘““Charmed Circle” $1,000,000,000? 


If so you are all set for the tidal wave that is now upon you. How about the 
store front—the store fixtures and general arrangements? Are you studying the 
merchandise of some of the manufacturers who are planning right now to startle you 
and your customers with new and alluring designs, new packaging and other sales 


helps? 





Resolve now to clean out the old numbers that will soon be but shelf-warmers 


—advertise jewelry—display jewelry—talk jewelry—wear jewelry—and sell jewelry 


—Happy New Year—Good Luck. 


Vice-President. 
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By HERBERT P. WHITLOCK 


Curator of Gems and Minerals at the American Museum 


of Natural History, New York. Abstract of an address 
in the first of a series of educational talks. 


This is a different story 


of jade, a story that traces the carvings of the Chinese, 
showing the evolution of various ideas and patterns through 
the centuries up to the present time. 

In telling this story, we have at the very outset a great 
distinction, a great difference of peoples’ ideals. Jade is 





Photos by American Museum of Natural History 


White jade cup carved with dragon handles 
in the Ming style. 


 - 


A ceremonial present made to the Emperor 
Kien Sung 


generally thought of in terms of what the tourist buys in 
Peiping or Shanghai. We think of it as the imperial jade 
that costs a considerable amount of money. You know it 
is an old saying that: “It is less an authority than a habit 
of mind.” That is the mood we must establish in regard to 


jade—so that, in speaking of the “Jewel of Heaven,” we . 


are thinking more of the essential rather than the material 
side. 

There are two minerals which together make up that 
illusive material known as jade. One of them is a kind of 
mineral we call a rock-formed mineral. A massive variety 
is known as jadeite. Another kind of jade is a massive 
variety of the mineral amphibole and is called nephrite. 
Jadeite is a little heavier than nephrite. The fact that it is 
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about three units in first decimal heavier than nephrite 
enables us to determine quite accurately whether a carved 
piece is actually jadeite or nephrite, an immensely impor- 
tant factor. 

Jadeite comes from the northeastern corner of Burma. 
Nephrite is found in some provinces of China and also im 





Belt ornament elaborately carved from 
white jade in the form of a convention- 
alized dragon. 


sz 


Tibet. Some of it actually comes from Siberia near Lake 
Baikal. 

A boulder of jadeite as found in Burma, has black mark- 
ings and down in one corner are traces of Chinese char- 
acters. These boulders of jade, which are white on the 
outside, are put up for auction in Burma. The Chinese 
carvers come from all parts of China and bid upon them at 
auction, sight unseen. They do not know what is inside 
of a white jadeite boulder,until they get it back to their 
shops, when they proceed to cut little grooves into it to 
discover where the color lies. The imperial green is found 
embodied and intermixed with the white. This color is. 
never in very large pieces. It occurs in spots in white 

(Please turn to page 56) 




















LAZARE KAPLAN 
Certifed Diamonds 




















This is to certify that the Diamond described below was cut and pol- 
ished with the same care and expert craftsmanship Lazare Kaplan & 
Som have used in processing of the Jonker Diamond, and that it bas 

the maximum everlasting brilliancy. 








“ oor ag Lazare Kaplan & Son, Inc. 




















The Lazare Kaplan Certificate assures your prospect 
of the same care and skill in attaining maximum brilliancy 
in Kaplan Certified Diamonds as was used in the cutting 


of the famous JONKER DIAMOND. 


Added to your own reputation the authority of a 
Kaplan Certificate will be a powerful asset in promoting 
sales. Share in our valuable publicity. Offer our Certified 
Diamonds. Ask for a memorandum selection. 

* 


THE ONLY ONE IN THE WORLD 


Mr. Kaplan now has in his possession an absolutely 
perfect 10 carat pink diamond, the only one of its kind in 
the world. If you could imagine the pastel pink of a 
tropic sunset, splashing across a ten-mile horizon, caught 
up and distilled into a gem you can hold in the palm of 














your hand, you will get a partial conception of its match- 
less beauty. 


LAZARE KAPLAN & Son. INC. 


Diamond Cutters and Importers 


64 Buleon Street New York 
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A dream came true 
in the cutting of a dozen absolutely perfect, blue gems 
from the great Jonker diamond just before New Year’s 
Day, a fortnight short of two years after the stone was 
found, dirt-coated, the size of a hen’s egg, in the yard 
of a poor South African farmer-prospector. 

The largest of the cut gems has a retail value of ap- 
proximately $1,000,000, in the opinion of Harry Win- 
ston, the widely known New York diamond importer, 
who bought the Jonker from the Diamond Corporation. 
It is emerald-cut and weighs 143 carats. Though ex- 
ceeded in weight by a few other diamonds, it is the only 
one of all the large stones that is of gem blue color and 
perfect. 

In addition, the Jonker No. 1 is unique in that it is 
of the very finest modern proportions, excess weight 
having been sacrified to obtain the maximum of brilliance 
and grace. Other large diamonds usually have been cut 
in antique shapes in order to conserve weight and would 
have been reduced in size if they had been cut into the 
more modern shapes and proportions. 

The eleven other Jonker stones have a combined retail 
worth of another million dollars. All but one, which is 
a 16-carat marquise, are emerald-cut in shape. The 
largest of the latter is a splendid stone of more than 40 
carats, and the approximate weights of the other gems are 
as follows: 35 carats, 31 carats, 26 carats, 24.90 carats, 
19.76 carats, 15 carats, 14 carats, 5.70 carats, and 5.35 
carats. 

Sawing and polishing of the No. 1 stone required more 
than eight and a half months and was completed on 
Dec. 18 in the establishment of Lazare Kaplan & Son, 
Inc., diamond importers and cutters, 64 Fulton St., New 
York. The dramatic story of how Mr. Kaplan and his 
son Leo cleaved the stone after months of study was told 
in THE JEWELERS CIRCULAR-KEYSTONE for May, 1936, 
and has since been brought to the attention of millions 
through the newspapers, a coast-to-coast radio broadcast 
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The JONKER 
DIAMOND 


@ Presenting six of the 12 

members of the Jonker 

“royal family.” The Jonker 

No. 1 (below) weighs 143 

carats and is blue and per- 
fect. 


@ The 16-carat marquise 
(left center) is the only 
Jonker gem that is not 
emerald cut. 







@ The second-larg- 
est Jonker gem, 
weighing 40 carats, 
is shown above. 
There is not a flaw 
in the entire match- 
less series, which in- 
cludes six gems not 
pictured on this 
page. 


with the Kaplans re-enacting their thrilling experience 
before the microphone, and the newsreels. Indeed, no gem 
in the world’s history has won greater fame or done more 
to increase public love and appreciation for diamonds. 

Mr. Winston expressed hope that at least the largest 
of the Jonker gems might be purchased by a philanthro- 
pist or a group of generous individuals and awarded to 
one of the great museums of the United States, there to 
be forever prized among the nation’s art treasures. 

Urgent requests to exhibit the Jonker stones have come 
to Mr. Winston from all parts of the country. He an- 
nounced that they will be shown in New York at either 
the Metropolitan Museum of Art or at the American 
Museum of Natural History, and at the jewelry stores 
of Brock & Co., Inc., in Los Angeles, Shreve & Co., Inc., 
in San Francisco, and Loring Andrews Co., Inc., in 
Cincinnati. 

In order to safeguard jewelers and the public, when 
any Jonker diamond is sold, its purchaser will receive a 
certificate, signed by both Mr. Winston and Mr. Kaplan, 
that the owner has a genuine Jonker diamond. 

(Please turn to page 55) 
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Hand Book of Gem Stones 


N outstanding contribution to the literature on gem 

stones has been made by Georg O. Wild in a book 
published by the Franchk Press of Stuttgart as ‘“Prak- 
tikum der Edelsteinkunde.” This “Handbook of Gem 
Stones” is the work of a scientist of high standing in 
the field who combines the rare qualifications of an ex- 
perienced prospector for gem stones in various parts of 
the world, a capable geologist, a wholesale dealer in 
these stones, and a scientist in charge of practical courses 
of instruction on gem stones at Idar. Many New Yorkers 
will remember Mr. Wild during the years that he was 
a prominent figure in the wholesale gem trade in that 
city. 

His boook of about 140 pages is an unusually prac- 
tical and complete review of a difficult subject. The 
introductory chapters describe the crystal structure of 
the gem stones in simple language with numerous illus- 
trations and explain various measurements of the con- 
stants of gem stones and the action of light when it 
strikes them. Particular effects such as those in the 
moonstone, the cat’s-eye, and the star stones are also 
explained. 

The individual stones are then considered in detail. In 
each case their identifying characteristics are given, their 
sources, the method of judging them, and something as 
to the relative importance of various varieties. The book 
is unusually complete in this regard and lists not only 
the well known gem stones but also a number of more 
unusual varieties. 

Complete tables are given at the end of the book in 


which the available information is summarized in con- 
venient form. 

Among the illustrations of the book are four color 
plates each of which shows a large group of gem stones. 
These plates are truly remarkable and have not been 
equalled in recent years. They are so far -beyond the 
level of the usual color illustrations of this sort that the 
jeweler will find them a really useful guide. 

Written in simple and clear language by a practical 
worker in the field, the book should be found in the 
library of jewelers, gem stone fanciers, and scientific 
institutions and museums. 

(Handbook of Gem Stones by Georg O. Wild. Pub- 
lished by the Franchk Press of Stuttgart as Praktikum der 
Edelsteinkunde 128 pp.) 





The Jonker Diamond 
(From page 53) 


The Jonker was the first of the world’s great diamonds 
to be cut in America, and in cutting it Americans have 
triumphed in yield as well as in beauty and symmetry of 
shape over the European craftsmen who cut such stones 
as the Cullinan, the Excelsior and the Jubilee. The 
dozen Jonker stones have a weight of 375 carats, a yield 
of 51.6 per cent from the 726 carats of rough. The 
yield from the Cullinan which weighed 3106 carats in 
the rough, was 34.5 per cent; the Excelsior, which 
weighed 995 carats before cutting, had a yield of 37.5 
per cent, while the Jubilee, weighing 650 carats in the 
rough, yielded 39.5 per cent. 
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Jade 
(From page 51) 


jadeite. Patches of red jade are found in the purplish- 
white jade. One specimen is carved in the form of a red 
dragon against the white background; another appears in 
the form of a fish. An example of yellow jade which 
comes from Burma is carved in the form of a crane, the 
messenger of the gods, together with pine trees and other 
surroundings. A very rare piece of Burmese jadeite from 
the Drummond collection is mauve or light purple in color 
and is composed of an elephant encircled with a ring and 
a rosary of a hundred and four purple jade beads. 

In nephrite, we come to a range of colors, largely green, 
but of a rather different character, known as spinach-color 
green. A representative piece is in lock form and was used 
as a charm to be hung on the necks of children after they 
were born to ward away evil spirits. These locks usually 
carried an auspicious message such as “May good luck and 
prosperity attend this house.” 

To exhaust the green gamut of color or, as I heard a 
lady from the trade side call it, the “game of green,” we 
have a deep malachite green which comes from the Province 
of Yunnan. 


These green colors often develop a brown shade when 
they have been buried for a long period. The green color is 
due to a low oxide of iron, but the oxidizing influence of 
water will turn that green color to another series of sepias, 
umbers and sienas. An example of a buried piece of Ming- 


period jade is a dragon pendant with brown color against g 
white background. 

A time outline by means of a ladder, each rung of which 
represents a century, begins back of the Christian era at 
about 100 B.C. in Chou time, runs down through the time 
of the birth of Christ, through Han time about 200 A.D, 
and on to 400 A.D., a very important era in Chinese de. 
velopment. It witnesses the birth of both Confucius, the 
founder of Confucianism, and Lao-Tsu, who brought to. 
gether the ideals which constituted Taoism. 

Although Buddha was born at about the same time, his 
influence was not felt in China until after the Christian 
era, in the first century. 


Tue Six Riruar JApEs 


The six ritual jades were in reality representations of 
the cosmic deities. The first example is a disk with a hole 
in the middle known as a “Pi.” One such disk of Han time 
is decorated with very primitive dragons. Another piece 
is ornamented with a whirling spiral design known as the 
“sleeping Silkworm.” This design is very popular and js 
constantly recurring in Chinese art. The Chinese must 
have derived it from wherever they originated before com- 
ing to China. In the Louvre Museum there is a bust of 
an Assyrian deity whose headdress bears this identical 
figure. That is not to say that the Chinese came from 
Assyria, but from somewhere in that neighborhood. They 
migrated by slow stages, conquering and settling as they 
went, driving out what primitive peoples they found ahead 
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of them, until they established their civilization in what 
we now call China. Another “Pi” has the mystic sign of 
the Yang and Yin in the center and still another piece is 
decorated with very conventionalized mountains, the sym- 
bol of power, and in and among them are interwoven 
figures of dragons in a very miraculous and mystical man- 
ner. This piece brings to mind the description of the sculp- 
ture that Merlin wrought over the gates of Camelot, as 
Tennyson tells it. 

The figure of Earth is a ritual jade, which an old classic 
describes as round inside and square outside, or, in other 
words, a square cube penetrated by a cylinder. Perhaps 
the earliest Ts’ung, which is the Chinese name for that 
particular jade, is in the Drummond collection. It is pre- 
Han or, possibly, early Chou period, which would place 
it before Christ. It bears no demarcations whatever, as 
plain surfaces were preferred to ornamentation at that 
time. Later, the Chinese achieved a geometric pattern of 
decoration which is admirably demonstrated on a figure 
of Earth bearing the head of a tiger in front. 

They had symbols for the deities of Heaven, Earth, 
East, West, North and South. 

Of course, it was inevitable that a cosmically inclined 
philosophy should turn to the stars and that the Chinese 
should be astronomers. One variation of a “Pi” represent- 
ing the Deity of Heaven is designated by Berthold Laufer 
as a sort of astrolabe or astronomical instrument whose 
use is not known. It has three series of seven notches 
which represent the seven Governors: the sun, the moon 
and the five planets. Also, the Chinese used and wor- 


shiped to a certain extent the “Dipper” or, as they called 
it, the “Bushel.” 

One rather unusual piece of jade has carved into it a 
set of the seven stars of the “Dipper.” It resembles a 
carpenter’s square in form and is very intriguing because 
if it is suspended with a thread from one hole and allowed 
to balance a horizontal line, the drawing of a line from 
one corner to the other will give you the latitude of Central 
China. That is, if you were to repeat this operation some- 
where in the vicinity of Peiping you would know in what 
direction to search for the North Star in the heavens. 

The location of the North Star is extremely important 
because of the Chinese burial custom of laying their dead 
in a north-south line. The figure of Earth was placed on 
their breasts, below them the figure of Heaven, to the 
east the figure of the East, to the west the figure of the 
West, to the south the figure of the South, to the north 
the figure of the North, which was always at the head of 
the corpse. 

A design which plays a prominent part in Chinese life 
and which, in a way, binds together these cosmical ideas 
and notions is what the Chinese call the Pa Kua, sometimes 
known as the “Eight Trigrames.” 

As time evolved, men found it effective to place a sign 
upon the altar which embodied a water dragon and a 
prayer for rain. As a result of this practice the Chinese 
originated a double-headed dragon design with a geometri- 
cally defined pattern, the center of which was decorated 
with the “sleeping Silkworm.” This is the ritual jade 

(Please turn to page 58) 
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. Jade 


(From page 57) 


indicating the “Deity of the West,” the “Double-headed 
Hydra.” ; 

As we have seen, it was a Chinese custom to bury with 
the dead the figure of Earth. But as it was first evolved 
it was too cumbersome, too large, so they proceeded to 
flatten it out into a jade design really like a ring. De 
Tanner, in his description of his collection, speaks of these 
rings as “Coffin Rings,” because they were put in coffins 
in place of the design representing the figure of Earth. 
One such ring bears in seal characters the following rather 
cryptic message: “May you enjoy the use of this piece of 
jade, presented by a lucky and learned friend.” In other 
words, ‘‘May you enjoy it for a long time. May you have 
a long life. May it be a long time before you are buried.” 
One such jade piece has been developed out into a ring 
with three bosses decorated with rams’ heads. The spaces 
between these heads contain the twelve signs of the Zodiac, 
apportioned in groups of four. This example is really a 
Zodiac ring. 

A study of these pieces indicates that our jewelers miss 
a valuable opportunity in not using this design, taking it 
bodily from old China and making it into a finger wreath, 


| “The ring of the Chinese Zodiac.” 


The Dragon, of course, comes into Chinese decoration 


| in many, many ways since he witnessed the creation of the 
| world and is the Guardian Spirit of Yang, the Sun. 


A very old piece of jade has the curvature, the folds, the 
coils squared off, showing the tendency to geometric, square, 
linear design. Another example is the Dragon of the Water 
with. divided tail going in two ways, a characteristic of the 
Hydra or Dragon of the Water. These old designs are 
emphasized because the Chinese have modified and stylized 


_ this dragon into a very beautiful, very balanced design. 





The Tiger is the ruling deity of the West. One illustra- 
tion of a tiger jade is split in half. When apart it reveals 
in the center of both sides a rather curious design known 
as the contract mark. Of course, the Chinese had not 
learned to play contract bridge, but when a man made a 
contract to sell a piece of land or something of that sort, 
each party to the contract took his half as an earnest that 
the agreement was sealed. There was no necessity of put- 
ting their signatures on a sheepskin or anything like that. 
They simply divided up the Tiger. 

In Ming time, a burial custom required every orifice of 
the body to be closed with a jade piece of some sort. A 


| cicada or locust was placed in the mouth. There are four 


of these cicadas in the Drummond collection. 





Polish Manufacturer Dies 


PatmMer, Mass.—Algernon W. Converse, 72, silver 
polish manufacturer, died Dec. 22 at his home here after 
a brief illness. For a number of years he had been asso- 
ciated with the W. W. Converse Co., silver polish manu- 
facturer as manager. His father, William W. Converse, 
founded the company about 40 years ago and the concern 
has operated successfully since. 

Aside from his manufacturing duties, Mr. Converse 


| was known throughout this vicinity as an ardent collector 


of antiques, guns, stamps and coins. 
He was well known in Masonic circles. 
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Fair Trade Acts 


(From page 35) 


have heretofore preyed upon business morale and have 
created a false hope of profit and gain in the public. 

The decision of the Supreme Court should meet with 
universal approval. An examination of newspaper com- 
ment indicates that it has been hailed with an overwhelm- 
ing expression of commendation. It is believed that the 
decision has sounded the death knell of pernicious, preda- 
tory price cutting practices. 





Oneida Ltd., Restrains Jeweler Under Illinois 
Fair Trade Act 


Cuicaco—Circuit Court Judge Stanley H. Klar- 
kowski has issued the first restraining order in the 
jewelry field under the Illinois Fair Trade Act, which 
has recently been upheld by the United States Supreme 
Court. 

Judge Klarkowski’s order forbids A. Quint & Co., 
jewelers, of 5 North Wabash Ave., from selling Com- 
munity Plate and Tudor Plate in violation of the con- 
tracts made between Illinois jewelers and Oneida Ltd., 
silverware manufacturers. 

Oneida Ltd., through Attorneys Goldman, Allshouse 
& Healy, claim that the good-will and trademarks of 
Community Plate and Tudor Plate have been damaged 
by the manner in which A. Quint & Co. has sold silver- 
ware bearing these trademarks. 

It is alleged in the complaint, filed Dec. 19, that, con- 
trary to the provisions of the Illinois Fair Trade Act, 
A. Quint trading as A. Quint & Co. is selling and has 
sold large quantities of the trademarked products of 
Oneida Ltd., at a discount up to 37 per cent from the 
uniform standard retail list prices fixed by the plaintiff 
after having been notified to desist such action. 

It is charged that the action of the defendants has 
caused a large amount of damage to the plaintiff company 
and that if allowed to continue the sale of the products, 
distributors and retail jewelers who have executed Fair 
Trade agreements will be compelled to violate their con- 
tracts and sell below the fixed standard retail prices es- 
tablished by the plaintiff. Such action would, it is alleged, 
destroy the trademarks and trade names of plaintiff's 
products. 

A preliminary injunction has been granted pending 
trial of the case and it is asked that the defendants be 
required to render an accounting and pay all damages. 

Oneida Ltd., will bring its business in Community 
Plate and Tudor Plate in other states having Fair Trade 
Acts under these Acts and then proceed to prosecute 
violators. 





James W. Thornton 


Decatur, ALA.—James W. Thornton, who engaged 
in the jewelry business until his retirement eight years 
ago, died Dec. 6, at the age of 74 years, at his home, 317 
Johnston St., here. Death was the result of a heart attack. 





S. J. Carlisle 


KLAMATH Fatis, Qre.—Samuel James Carlisle, 
jeweler here for many years, died Dec. 5, in an Ashland, 
Ore., hospital, after a month’s illness. The deceased, aged 
47, came here at the age of 12 years. 


THE JEWELERS’ CIRCULAR-KEYSTONE 
for January, 1937 





SM) 


Sad STONE 


EMERALDS 
RUBIES 
SAPPHIRES 


608 FIFTH AVENUE 
NEW YORK 





The Jeweler’s Accounting Manual 
(From page 39) 


accounts are invoiced just as the merchandise is invoiced. 
Only “good” accounts are listed, the others being charged 
off as bad debts and listed as such in the expense account 
on Line 29. Fixtures, Line 21, must be listed at a value 
that shows a reasonable depreciation each year, usually 10 
per cent a year. See Line 38. 

Line 22 is the place to list in detail all other store assets 
such as securities, automobile, real estate, prepaid items 
such as rent, insurance, salaries and the like. 

In the liabilities, Line 24 carries the amount owed for 
merchandise and Line 25 the amount owed on notes. 
Other business debts, Lirie 26, includes taxes owed, salary 
owed to proprietor or employees, unpaid judgments and 
reserves for various purposes. One of these reserves is 
always for fixture depreciation. This must appear on the 
fixture account, though on the annual statement the fix- 
tures are usually listed simply at their net, depreciated 
valuation. 

Line 28, net worth, is the difference between the assets 
and the liabilities. The increase in net worth from one 
year to the next represents the net gain during that year. 
Therefore, if no dividends have been drawn, the increase 
in this years’ Line 28 over last year’s Line 28 must be the 
same as the net gain on Line 16. 

Net worth, Line 28, is sometimes called “capital and 
surplus.” It may be either more or less than the capital, 
for in reality net worth tells just what the merchant has 
“to show for his capital.” The excess of net worth over 
capital is the surplus, Line 30. 

Note this difference: The operating statement tells 


what the business did during the year. The financig] 
statement tells the condition of the business on any one 
certain date. 


3. ExpENSE ANALYSIS 


Regarding Section A of Line 31, the proprietor’s salary, 
there is a pronounced lack of uniformity among jewelers, 
Some credit themselves with an extremely high salary in 
order to reduce the profit showing. Others draw no 
“salary” on the books, resulting in an absurdly high 
“profit” showing. Each of these extremes throws the 
whole statement so far out of line that it is useless for 
comparisons. 

Some jewelers draw from time to time whatever they 
need for personal expenses, then at the end of the year 
enter the total withdrawals as the proprietor’s salary in the 
statement. This method is highly misleading, for it causes 
the profit of the business to vary according to the incidents 
and accidents in the proprietor’s home life. A siege of 
sickness at home would cause the jewelry business to show 
a loss. This is plainly wrong. 

The only correct way is for every jeweler to set a 
reasonable salary for himself, crediting his personal ac- 
count with this uniform amount each week or month, and 
charging this account with his withdrawals of either cash 
or merchandise. 

If during the year he draws less than his appointed 
salary, the difference will be entered as “salary owed to 
proprietor” in the liabilities. If he overdraws, the excess 
will be entered in the assets as “overdrawn salary owed by 
proprietor.” 

The main point to remember is that the store’s profit is 

(Please turn to page 63) 








Nat Koslow 


extends to his many friends his 
Best Wishes for 


A Happy and Prosperous 


NEW YEAR 


And Thanks them for their Patronage. 





THE JEWELERS’ CIRCULAR-KEYSTONE 
for January, 1937 











The Jeweler’s Accounting Manual 
(From page 60) 


quite a different thing from the proprietor’s salary. His 
salary is the pay for the work he does. It is the earnings 
of the proprietor. Profit is the earnings of the business. 

Section B, employees’ salaries, includes all prizes and 
commissions as well as the regular salaries. The repair 
shop payroll is not included here. It shows up at Line 14. 

When a jeweler rents his location under an ordinary 
lease, the amount to go on Line 32 is self-evident. But 
when he owns his store building he is tempted to allow 
his venture into the real estate business to mix figures with 
his venture into the jewelry business, making all his 
figures confusing and unreliable. 

To know what his jewelry business is doing it is abso- 
lutely necessary for him to charge the jewelry business 
with a reasonable and fixed rent for the building, this 
amount being entered on Line 32. 

Then he must set up an account for the building, not a 
part of the jewelry business records at all. Here he will 
credit the account regularly with the specified rent. Here 
he will charge all expenses of every nature that belong 
strictly to the building. This building account will then 
show a profit or a loss which will be included as other 
income on Line 15. 

Advertising expense, Line 33, includes space in recog- 
nized mediums as well as circulars, package inserts, signs, 
posters, premiums and all expense for window display. 
Donations, program advertising and other good-will activ- 
ities are not charged to advertising, but to charity. 

Interest, Line 34, is a disputed point. Most jewelers 
charge here only interest on borrowed money, while most 





department stores make here a bookkeeping charge for 
interest on owned capital, then credit that amount back 
under other income. 

Taxes, Line 35, include only taxes upon the jewelry 
business itself, not those on any real estate. The same 
comment applies to insurance and to heat, light and water. 

. Window lights are charged to advertising. 

Unless a fixture depreciation, Line 38, is charged off 
every year (and a reserve set up) the jeweler will some 
day discover he has been “giving out’ the fixtures every 
year, but calling them “profits.” This fixture depreciation 
is just as real an expense as any other cost of doing busi- 
ness. If ignored, the profit is inflated. The amount 
charged off on Line 38 must each year be added into the 
accumulated depreciation on Line 21. 

The same principle applies to bad debts, Line 39. When 
“invoicing” the accounts receivable for Line 19, the ac- 
counts considered bad are not listed as assets. Their total 
must be charged off on Line 39 as an expense, or the ac- 
counts will never balance. 

All other expenses, Line 40, should be broken down 
into many separate accounts on the books, the number 
depending on the size of the store. Ordinary repairs on 
the fixtures are included here. They are not a part of the 
fixture account. Remember that incoming express and 
parcel post is mot an expense. It is part of the cost of the 
goods. See Line 5. 

The total expense, Line 41, including the proprietor’s 
salary, is the figure which goes on Line 12. 

Keep everything out of the operating statement which 
does not apply exclusively to the business of selling 
jewelry ; include everything which does. 
































































ie ROUND AND FANCY CUT ZIRCONS e3 
pie 
% } |} 
| Of /AAM 
; ; 
1 3 
; Specializing in ZIRCONS we offer to the trade Q ; 
3c the 105 Carat “BLUE MOON” Zircon. U3 
; A rare, dramatic blue, this A ; 
; I magnificent emerald cut gem, N ; 
$Z measuring 25 m/m x 20 m/m, 3 
3 E is believed to be the largest T 3 
x absolutely flawless 13 
: gem quality Blue T 3 
: Zircon ever ; 
; shown in the . 3 
3 JAMES A. DRILLING CO. jy 5 a NEW YORK, N. Y. ; 
; 87 NASSAU ST., N.Y.C. Vv CORTLANDT 7-4218 ; 
3 4 SILVER — GOLD — AND PLATIN UM QUALITIES _@ 











THE JEWELERS’ CIRCULAR-KEYSTONE 
for January, 1937 












WHAT ‘THEY SAY ABOUT BUSINESS 


(From Page 37) 


DIAMOND PIECES STILL SLOW. SILVERWARE 


ONE HUNDRED PERCENT BETTER. 
WM GIBSON, COLE AND YOUNG CO. 


* * * 


OMAHA, NEBR. 
THIS YEARS BUSINESS TO DATE TWENTY TWO 
PERCENT ABOVE LAST YEAR. FINE JEWELRY 
AND BETTER GOODS GENERALLY VERY MUCH IN 
DEMAND AND WE ARE HAPPY OVER THE RE- 
SULTS. YULETIDE GREETINGS. 
T L COMBS & SONS. 


* * * 


LOUISVILLE, KY. 
NINETEEN THIRTY SIX SHOWS INCREASE PER- 
CENTAGE PROBABLY THIRTY PERCENT. FINE 
JEWELRY NOT IN DEMAND. BETTER QUALITY 
PREVAILING. NATURAL GOLD PREDOMINATING. 
VIC LORCH & SONS. 


* * * 


RENO, NEV. 
BUSINESS INCREASE ABOUT TWELVE PERCENT 
OVER NINETEEN THIRTY FIVE. FINE JEWELRY 
PLAYED MUCH LARGER PART THAN IN SEVERAL 
YEARS. NOTICEABLE DEMAND FOR BETTER 
QUALITY IN ALL ITEMS. SEASONS GREETINGS 
GINSBURG JEWELRY COMPANY. 


* * * 


ROCHESTER, N. Y. 
THE TREND OF THE PENDULUM ON THE UP SIDE 
HAS IN NO MISTAKEN MANNER SHOWN ITS 
STRENGTH WITH THE CHRISTMAS BUYING OF 
THIS YEAR. SALES HAVE BEEN GREATER IN 
NUMBER AND LARGER IN AMOUNT, WITH A 
GREATER DISPLAY OF READY CASH. THERE IS 
NO QUESTION THAT WE ARE DEFINITELY 
COMING OUT OF THE DEPRESSION. WE WOULD 
JUDGE OUR INCREASE TO BE CLOSE TO TWENTY 


PERCENT. 
E L SUNDERLIN PRES. THE SUNDERLIN CO. 


* * * 


DURHAM, N. C. 
NINETEEN THIRTY SIX BUSINESS SIXTEEN PER 
CENT GAIN OVER THIRTY FIVE. CHRISTMAS 
BUSINESS THIS YEAR THIRTY PERCENT MORE 
THAN LAST. VERY NOTICEABLE INCREASE IN 
DEMAND FOR BETTER QUALITY MERCHANDISE. 
HOWEVER VERY FEW CONSEQUENTIAL SALES. 
GENERAL INCREASE IN ALL DEPARTMENTS. 
GREATEST INCREASE IN WATCHES. 

JONES AND FRASIER CO. 


* * * 


CHICAGO, ILL. 

"ANSWERING YOUR TELEGRAM, WE ARE 
GRATIFIED TO SAY OUR NINETEEN THIRTY SIX 
SALES ARE TWENTY FIVE PERCENT AHEAD OF 
NINETEEN THIRTY FIVE. THE SALES UNIT 
FOR NINETEEN THIRTY SIX IS TWENTY PER 
‘CENT OVER NINETEEN THIRTY FIVE, AND OUR 
WATCH SALES ARE THE BEST SINCE NINETEEN 
TWENTY NINE. 

"WISHING YOU A MERRY CHRISTMAS AND A 
HAPPY NEW YEAR." 

C. D. PEACOCK 


64 


INDIANAPOLIS, IND, © 
"ANSWERING YOUR TELEGRAM OF EVEN 

DATE, WE ARE PLEASED TO ADVISE THAT UP 
TO THE DATE OF CLOSING OUR BUSINESS, 
DECEMBER TWENTY FOURTH, WE ARE RUNNING 
FIFTY PERCENT PLUS OVER DECEMBER NINE- 
TEEN THIRTY FIVE, THE ENTIRE MONTH. 
THIS INDICATES PROBABLY SEVENTY PERCENT 
INCREASE BEFORE THE END OF DECEMBER 
THIRTY SIX AS COMPARED WITH DECEMBER 
NINETEEN THIRTY FIVE. BETTER QUALITY 
AND HIGHER PRICED JEWELRY HAS BEEN IN 


DEMAND. THE OUTLOOK BRIGHT FOR IMMEDI- 
ATE FUTURE. . ." 
CARL F. WALK, JULIUS C. WALK & SON, 


* * * 


MINNEAPOLIS, MINN. 
NINETEEN THIRTY SIX INCREASE OVER NINE- 
TEEN THIRTY FIVE TWO POINT FIFTEEN PER 
CENT. THIS SMALL INCREASE IS VERY 
FAVORABLE GAIN DUE TO ONE VERY LARGE 
SALE TWENTY THIRD DECEMBER NINETEEN 
THIRTY FIVE. SEASONS GREETINGS. 
J B HUDSON CO. 
* * * 
MOBILE, ALA. 
NINETEEN THIRTY SIX HOLIDAY BUSINESS 
SHOWS A GOOD INCREASE OVER LAST YEAR. 
FINE GOLD JEWELRY DID NOT PLAY SUCH AN 
IMPORTANT PART BUT WATCHES AND DIAMONDS 
AND SILVERWARE DID. THERE HAS BEEN AN 
INCREASED DEMAND FOR BETTER QUALITY 
MERCHANDISE IN ALL LINES. 
JULIUS GOLDSTEIN & SON INC. 


* * * 


. MARION, IND. 
DECEMBER SALES TO TWENTY FIFTH GAIN 
FORTY PERCENT. CASH RECEIPTS SAME. 
DIAMONDS THIRTY PERCENT. WATCHES 
SEVENTY PERCENT. GENERAL JEWELRY FORTY. 
PENS THIRTY PERCENT. PLATED FLATWARE 
NINETY PERCENT. GIFT SHOP TWENTY PER 


CENT. HEAVY TRAFFIC PROSPECTS GOOD FOR 
NEXT YEAR. BEST WISHES. 
RALPH ROESSLER. 
* * * 


PORTLAND, ME’. 
THREE PERCENT INCREASE. GRADE OF GOODS 
SOLD PRACTICALLY SAME AS LAST YEAR. 
DOW AND STUBLING. 


* * * 


MOLINE, ILL. 
INCOMPLETE FIGURES INDICATE GAIN FOR 
YEAR IN EXCESS OF THIRTY PERCENT. VERY 
FINE JEWELRY DID NOT SHOW PROPORTIONATE 
GAIN. HOWEVER BETTER QUALITY OF MER- 
CHANDISE WAS SOLD THROUGHOUT THE STORE 
AND WE WILL ESTABLISH AN ALL TIME RECORD 
IN THE NUMBER OF CUSTOMERS SERVED. 
C I JOSEPHSON JEWELERS. 
* * 2 
WHEELING, W. VA. 
REPLYING TO YOUR WIRE OF THE TWENTY 
FOURTH INST. WE ARE PLEASED TO SAY THAT 
OUR YEARS BUSINESS IS A LITTLE OVER 
(Please turn to Page 85) 
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For 1937 
IMPERIAL CULTURED 


PEARLS 


It is a very easy matter to get your store filled 
with Cultured Pearls—but to get them on the 
lovely necks of your lady customers is another 
story. 





ee a a Se a ee 








Perhaps you would like to see the kind of sales 
promotion that will sell Cultured Pearls to your 
customers as it has already done for many 
dealers who carry our franchise. 


For manufacturers we carry a complete stock 
of loose Cultured Pearls from 2 Millimeters to 
10 Millimeters. 


Upon receipt of your inquiry we will give you 
full details of our merchandising plan, which 
of course, entails no obligation. 


THE AMERICAN JEWELERS BUREAU, Inc. 


48 West 48th St. 5 North Wabash Avenue 120 East 8th St. 
NEW YORK CHICAGO LOS ANGELES @ 
o> 


- » 
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Who Pays for Lost Goods? 


by Charles R. Rosenberg, Jr. 
CUSTOMER’S watch, left for repair, is lost. It 


cannot be found, nobody knows what happened to 
it. The whole thing is a mystery. 

A ring, which a customer brought in to be reset, is 
destroyed in a fire that gutted the store. How the fire 
started, nobody knows. 

A brooch is brought in for cleaning. The customer is 
to come back for it the next day. That night the store is 
broken into, and the brooch is stolen along with a number 
of other items. This happened in spite of all the ordinary 
precautions against burglary. 

The jeweler who has escaped all these hazards so far 
is a lucky man indeed. Destruction of his place by fire is 
a calamity which probably doesn’t happen to many jewel- 
ers, fortunately ; but theft and loss of customers’ goods are 
disasters that lurk in every jewelry store. 

Naturally, any jeweler faced with a customer whose 
jewelry has been lost or stolen while in the jeweler’s pos- 
session will do everything possible to iron out the situation 
amicably. Yet, all too often, a certain type of customer 
will endeavor to take unfair advantage of the jeweler’s 
predicament and demand an unreasonable adjustment or 
an exorbitant amount for the lost goods. Confronted with 
such a condition, the jeweler can deal with it more com- 
fortably if he will bear in mind his legal rights and lia- 
bilities. 

When a jeweler receives a customer’s watch or other 
item for repair, he enters into what the law calls a con- 
tract of bailment. This is a form of contract in which the 











THE NEW MODEL 
SAFETY CLASP 
WATCH CORD BRACELET 


yoods of one person are put into the hands of another for 
a specific purpose, and part of the agreement is that the 
goods are to be returned to their owner when they have 
served the purpose of the bailment. 

In the case of jewelry repair, the customer benefits from 
the bailment to the extent that his goods are improved by 
the work done on them; and the jeweler benefits to the 
extent of the price which he receives for his work. The 
law calls this a “mutual benefit bailment,” because both 
parties to the deal derive some benefit from it. 

In any bailment, the person who receives the goods, in 
this case the jeweler, is called the bailee, and he is liable 
under the law for the care of those goods while in his 
possession and for their return to the owner when the 
bailment has served its purpose. In a mutual benefit bail- 
ment like that of jewelry repair, however, the jeweler js 
liable only for ordinary care of the goods and for ordinary 
negligence in handling them while in his possession. Neg- 
ligence means a lack of due care in all the circumstances, 
Due care is usually construed to be that care which a 
reasonably prudent man would exercise in his own affairs 
and with respect to his own goods. The jeweler is not 
responsible for the loss of or damage to customers’ goods, 
therefore, unless he has failed to exercise ordinary due 
care with respect to them. 

Certainly the law does not require that the jeweler 
make good the value of customers’ goods under any and 
all conditions, but only if the loss or damage was the 
result of the jeweler’s negligence. If customers’ goods are 
lost or damaged by conditions over which the jeweler had 
no control and which he could not have prevented by 
ordinary care, he cannot be held responsible at law. 


ANOTHER WINNER 





Pat. No. 2,044,869 





See the New Line of Ladies' and Men's Watch Attachments Featuring the Double Lock Safety Clasp 


Middle West 


WM. LESTER 
29 E. MADISON ST. 
Chicago, Ill. 


Brooklyn 


MORAYS W. C. CQO., Inc. 
27 Sixth Avenue 


Pacific Coast 
MAX J. NEWMAN 
57 POST ST. 


San Francisco, Cal. 


New York 


. 
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New Stores for Old 


(From page 43) 


make no immediate extensive alteration. The physical 
set-up warrants only these changes, which are made: 
New mahogany window backs with carved glass panels; 
300 watt recessed ceiling reflectors,.and a higher window 
plateau are installed. ‘The exterior is altered only by the 
addition of a marquee-type sign, rectangular in plan and 
spanning the entire front. This employs bronze channel 
letters with blue and gold neon on black porcelain. A 
directional light trough, faced with ribbed diffusing glass 
runs down the edge of the upright member and across 
the ceiling of the sign to the store door. 

These changes help to solve his problems. His front 
lacks attention-value on a business street. Hence, the 
projecting marquee, brilliantly lighted. His windows are 
uninteresting and fail to set off his display. Hence, the 
new backs and better lighting. This owner probably 
saved himself several thousand dollars by referring his 
problem to an experienced, trustworthy agent. 

What to modernize? Following is a simple check list 
of store parts, together with those materials commonly 
used today in their fabrication. An owner may use this 
list to check present equipment, noting whether it is 
new, out-dated, and/or worn out. 

STORE PART—MATERIAL 
I. EXTERIOR 
1. Store front—plastics, structural glass, porcelain, marble, 


non-ferrous metals. 
2a. Signs (lighted)—channel neon, shadow box. 


CREATIONS ARE DESIGNEL 


2b. Signs (indirectly lighted)—metal letters, etched letters, 
applied letters in porcelain, glass and plastics. 

3. Store front metal—bronze, stainless steel, lumalite, porce- 
lain. 

4. Vestibule floor—terrazzo, marble, tile. 

5. Window glass—straight, curved. 

II. SHow WINDOows 

1. Plateau—natural wood, fabric-covered. 

2. Window Backs—natural woods, preferably tropical and 
oriental woods with soft natural finishes. 

3. Window lighting—recessed reflectors, spot lights, base 
outlets. 

III. INTERIOR 

1. Fixtures—fixtures should create an effect through the use 
of natural wood, mirrors, and well-lighted shelves and display 
units. They should give an impression of simplicity and rich- 
ness. 

2. Floor covering—carpet, linoleum, rubber tile. 

3. Ceiling fixtures—direct, semi-indirect, indirect. 

4. Walls and ceilings—painted, papered, veneered. 

5. Comfort equipment—sanitary provisions, air conditioning. 


The choice of architect: How should an alteration be 
planned? Few persons are as well-prepared as an archi- 
tect to control the complexity of a store alteration. His 
qualities must be four-fold: 

1. He must be experienced, for he must know store 
design and store planning. He must have a working 
knowledge of. construction techniques, costs, and acces- 
sory equipment. 

2. He must be imaginative. He must design with a 
Hair for eye-catching style; he must plan with ingenuity 
and efficiency. 

(Please turn to page 69) 


TO MEET THE DEMAND FOR 


CREATORS OF THE OINIGNIOP-N Fees 
Walter La mpl {ss 
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—The Timepiece of Tomorrow 


"Futura" embodies an entirely new conception in 
watch design. The barrel-shaped clear composi- 
tion crystal fits completely over the top and 
sides of the 17 jewel Louis movement. It is 
made of a specially created plastic com- 
position which is hard and unbreakable 
...is not affected by ordinary heat 
or cold, light or water . .. will not 
scratch, age or discolor and 
will remain as clear and 
transparent as rock 
crystal. 


To Retail at 
$99.75 





v 












The metal back and 
other metal parts are 
14 karat gold filled quality as 
well as the buckle on the distinc- 
tive strap attachment. 


“Time Pieces That Satisfy” 
bOUTS WAIN ODO, Inc. 


580 FIFTH AVENUE, NEW YORK 




























GEM-STONES 


By G. F. HERBERT SMITH 






An Interesting, Authoritative Book 


Comprising 40 chapters and many 
diagrams, plates and tables by an out- 
standing authority. Over 300 pages. 


Here is a comprehensive book on GEM-STONES both 
for the Jeweler and the Connoisseur, written by an As- 
sistant Secretary of the British Museum, giving not only 
the characteristics of the various stones, but their histories 
and technologies. 


The present seventh edition is completely up-to-date. It 
furnishes the jeweler and his clerks with a background 


Y The various and appreciation of the various commercial stones that will 
sections, each 
including one or 
more chapters, cover: 








make their contacts with customers more effective. 


THE CHARACTERS OF GEM-STONES : 
THE TECHNOLOGY OF GEM-STONES Price $3.00. Orders promptly filled. 
PRECIOUS STONES 
SEMI-PRECIOUS STONES THE JEWELERS’ CIRCULAR-KEYSTONE 
“ORGANIC PRODUCTS 239 W. 39th St. Slew Yaak 
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New Stores for Old 


(From page 67) 


3, He must be honest, for he will be responsible for 
the just disposition of his client’s money. 

4, He must be capably assisted, for sketches, plans, 
specifications and supervision of construction must be 
accurate and swiftly executed. 

These are the qualities of an owner’s agent that can 
never be overstressed. When present, they are a show 
of arms that can cope with any problem, for, to a quali- 
fied architect, there is no mystery in modernization. He 
is there to assure the owner of a job well done—his 
money’s worth. 

The wholesale showroom today has become a setting- 
beautiful for the wares to be sold. The interior decorator 
is not alone called into the home to properly place the 
merchandise of today, but he is in demand in the show- 





Modern showroom of W. E. Lindemann 


room where the merchandise is shown and sold to the 
retailer. No longer must the buyer tax his or her imag- 
ination to the breaking point in depicting merchandise in 
a beautiful setting in the retail shop and in the homes of 
the customers who patronize the shop. 

Many are the showrooms which may be used as an 
illustration of this attractive and proper display of wares 
to. be sold. In this article the showrooms of W. E. Linde- 
mann, 225 Fifth Ave., New York, are under discussion. 
The floor space has been tripled. The color scheme is one 
particularly adapted to the merchandise carried by this 
firm: glassware from every country in the world is their 
slogan, and the color scheme light blue and cream. 





Better Times Ahead 
By R. B. FITZGERALD 


HERE is a real boom at hand for the long-suffering 

jewelry trade. Not only will there be a normal re- 
action from the long, lean years of abstinence from lux- 
uries, but a change in the economic philosophy of the 
American people has taken place, and an epicurean atti- 
tude will rule at least for the next decade. 

Those are the considered beliefs of Dr. Mitchell Dreese, 
Ph:D., widely known educator and head of the School of 
Psychology at George Washington University, in Wash- 
ington, D. C. 

People of moderate means, declares Dr. Dreese, are 
going to turn more and more to jewelry and other lux- 
uries in the years immediately to come, as a direct result 
of the dark period of closing banks, dividend omissions, no 
jobs and general uncertainty and suffering. A new spirit, 
that of enjoying what they have while they have it, is 

(Please turn to page 70) 
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THANKS...“ 


At this season it 
is fitting that we 
pause in our busi- 
ness of serving 
you to extend our appreciation of your splen- 
did patronage. You are the reason for our 
success ... and for your appreciation of our 
efforts we are truly thankful and wish for 
you... 


A Mel Veto aud, 
Piogpooai Ur Gas 


A. EDWARD FISHER & CO., INC. 
THE DIAMOND BUNCH RING HOUSE 


(REGISTERED U. S. PATENT PENDING) 
2 WEST 46TH ST. NEW YORK CITY 














HONESTY is not a virtue 


It is good business. 


FOR OVER 40 YEARS J. B. COOPER 
has supplied the jewelry trade with purest 
and finest PLATINUM, Irid-Platinum, and 
Gold obtainable. 


FOR OVER 40 YEARS J. B. COOPER 
has paid the highest prices for Sweeps and 
Scrap Gold. 


COOPER’S policy of fairness and ac- 
curacy continues unchanged .. . always 
making new friends. 





JOSEPH B. COOPER & SON 






26 John St., New York 
Factory: Brooklyn, N. Y. 


Our reputation is our success. 











HAIL “CORT” 


The New Watchword of Today 


Here is a new popular priced line of smart, 
attractive watches that is making a hit every- 


where because they are: 


“Timepieces of Distinction” 





Gents’ 114%L. 7 Jewel Chrome steel back with fine 
pigskin strap. Retail at $8.95. 








New curved Gents’ Sport Watch in attractive rolled 
gold plate case—7 or 17 Jewel curved movement. 


Pigskin strap. Also in steel back. 


Our representatives are now showing an ex- 
tensive line of quality styled watches—each 
one carefully selected to meet the approval 
of your most particular customer—each one 
priced to sell profitably for you. 


CORT Watches are cased by expert watch- 
makers and are guaranteed to give the utmost 
satisfaction in performance. Watch CORT 
Watches in 1937. Your inquiry is invited. 


ON ce Watch 


CORPORATION 


SO Nassau Street, N. Y. 


The Ace Watch Corporation has adopted the name 
“Cort Watches” as of November 1, 1936, and 
claims the right to the use of this name on watch 
movements, dials, cases, boxes and advertising. 
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Better Times Ahead 
(From page 69) 


riding high throughout the country, Dr. Dreese is certain, 

He recalled with a smile personal experiences during 
the days when the wolf only too often actually was at the 
door which tended to show the bitter resentment of people 
at that time to any display of economic surplus by others, 
a feeling which, he says, has entirely reversed itself as , 
result of a trend toward better days for the masses, 

“But all that,” continued Dr. Dreese, “has passed 
While even yet, in the minds of the few who have not gp 
far benefited by the economic improvement, there remains 
some subconscious irritation quickly aroused by the display 
of things they would like but cannot possess, the backbone 
of this feeling has been broken. 

“From now on, at least for the next decade, this country 
will see more people than ever living up to the hilt of 
their income. The proverbial nest egg will be a thing of 
the past. People who formerly put their surplus money 
into the banks will not do so. This cash will go for 
jewelry and other things they heretofore considered 
luxuries. 

“One leading factor will be a feeling of uncertainty 
about the economic future. Another, the old age security 
movement. 

“People whose savings were wiped out or at least 
greatly reduced in bank failures are not going to rush back 
into the banks with their money.” 

Asked whether the insurance upon bank deposits issued 
by the Federal Government would not overcome any fears 
in the minds of mederate depositors, Dr. Dreese main- 
tained: 

“Regardless of any new setup, the memory of what has 
gone before lingers on. That’s human nature. 

“Then, too, there is, as I have said, the spread of the 
comparatively new social security legislation. Many people 
will now take the attitude that if the Government is 
going to provide for them in their declining years, they 
might as well enjoy the fruits of their labors while they 
may, and trust in social security for the time when income 
will cease. 

““*We'll spend it while we have it’ will be the general 
attitude, and spend it the people will. 

“The people may not put it into so many words, or 
realize the change taking place in their mental outlook, 
but more and more of them throughout the nation are 
developing a strictly epicurean philosophy of life.” 

In addition to these reasons for which jewelers may 
expect a constantly increasing volume of business for years 
to come, Dr. Dreese pointed to the abnormal market 
which exists for precious stones, silverware and other 
articles of the trade. 

Economic necessity, the fears which gradually have been 
dispelled, and the desire not to flaunt possessions in the 
faces of less fortunate persons all have contributed toward 
reducing sales in the business for some time, he said. ° 

Thus an unusual market has been created by the ordi- 
nary law of supply and demand, regardless of other 
factors. 





Hubert LeBlanc 
New Beprort. Mass.—Hubert LeBlanc, 58, North 
End jeweler, was killed instantly, Dec. 20, when a car 
which he was driving collided with another. LeBlanc 
was thrown from his car. Both cars were demolished. 
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For the wide and instant acceptance 
of the CHASE line, since its presen- 
tation to the watch industry, a few 
months ago; and 

For old friendships renewed and 
many new friendships made, 

@e ate grateful, and extend to all 
our sincere Greetings of the Season. 






movements has greatly taxed our facilities 
and we exceedingly regret that we were 
unable to serve you as promptly and satis- 
factorily as we had wished. 

With increased production at our factory 
in Switzerland and enlarged facilities in 
our offices in New York, we pledge to the 
jewelry trade for 1937, superior quality in 
merchandise and improved service. 

The CHASE line, serving importers and whole- 


salers only, is backed by a quarter of a century of 
fine watch making. 
Join the chase, with CHASE MOVEMENTS, for 


a bigger and more profitable watch year. 


CHASE WATCH CORP. 
68 Nassau Street, New York 


BIENNE, SWITZERLAND 




















DICTIONARY OF GEMS 


Precious and Semi-Precious Stones 

by R. J. Rocers, F.G.A. 

Price $1.50 Postage Paid 
This new book of all gems gives complete definitions of 
every stone used by jewelers from Achates (ancient name 
and origin of Agate) to Zircon and Zonochlorite with their 
specific gravity, chemical composition, crystallographic 
origin, hardness, refractive index, etc. 
It is a valuable ready reference list for the retail jeweler, 
manufacturer, importer and lapidary. 
Cloth bound, 58 pages, 7 x 5% inches. 


The Jewelers’ Circular-Keystone 
239 West 39th Street New York City 











WARNING 
MANUFACTURERS 


AND RETAILERS PLEASE NOTE 


The WIDOW'S MITE Ring and the 
INDEX finger ring advertised by us 
in Jewelers’ Circular-Keystone, by 
Radio and thru the mails has been 
patented in the United States Patent 
Office, Great Britain and Canada. 
Any one found infringing on our Pat- 
ents Rights are warned in order to 
avoid legal prosecution. 


THE WIDOW’S MITE 
PATENT CO. 


Box 300, Wheeling, W. Va. 


ANNOUNCEMENT 


Hollywood stars and personalities who have 
started the vogue of wearing the INDEX 
finger ring comprise these Universal Picture 
players and song writers, Doris Nolan, Ella 
Logan, Judith Barrett, Mary Alice Rice and 
Jimmie McHugh and Harold Adamson. All 
were photographed on the set of the com- 
ing Universal Picture, "Top Of The Town". 


THE WIDOW'S MITE PATENT COMPANY 











WESTCO WATCH STRAPS 


QUALITY STRAPS AT UNEQUALED PRICES 
More than seventy profitable assortments to meet all your 


requirements. Order through your wholesaler. 
136-140 W. 2ist St. 


WESTERMAN MFG. CO. Na\on, N. Y: 








’ 47-49) 
Bewelers’ AIDEN LANE 

| OFFICES Sorc Building 
from Manufacturing Permitted 

| BEB monthly See MOVES conven ton 
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WANTED 


for the Pacific Coast by a well 
known responsible jewelry 
salesman, a good reputable line 
on commission, to handle in con- 
junction’ with my own loose 
diamonds. 


WILL BE IN NEW YORK JAN. 6th 


Address ""L., 5610,"" care 
JEWELERS' CIRCULAR-KEYSTONE 
239 W. 39th St., New York 















































IN THESE SMARTLY 


Gorham’s Fine High-Quality Silverplate 
comes in these seven popular patterns, 
each a distinctive and individual expres. 
sion in silverplate at its best: 

Rosemont, Churchill, Vanity Fair, Lady 
Caroline, Washington Irving, Remem. 
brance and Kings. 


BLONDE WOOD CHEST No. 232 
(Shown with ROSEMONT) 


Attractive all-wood chest of knotty pine 
in newest blonde finish lined with paprika. 
toned velveteen and cream satin. Blocked 
to hold up to 88 pieces (8 knives in 
cover). Size 1744x11x3% inches, 

FREE with 26-piece set of any 
Gorham silverplated pattern. Price 
without silver $2.25 net. 

No. 232-1 Same chest blocked to 
hold up to 132 pieces. Arranged for 
12 knives in cover. Same price as 
No. 232. 


DUO-TONE PAMILLA 
CASE No. 230-1 
(Shown with REMEMBRANCE) 


Sturdy duo-tone case of 
champagne and brown Per- 
matex lined with tarnish- 
preventing Pamilla silver- 
cloth and champagne velvet- 
een. Snap button cover. 
Blocked to hold up to 108 
pieces. Size 18/4x11x3 inches. 

FREE with 58-piece set of 
any Gorham silverplated 
pattern. Price without silver 
$3.00 net. 
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ORHAM SILVERPLATED 
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PATTERNS - 


STYLED NEW cHests SELL THEMSELVES 


ERE’S a most important fact about 

Gorham Silverplate that your cus- 
tomers should know: At the points where 
there is greatest wear in important flatware 
items there is a reinforcing insert of solid 
silver! Teaspoons, dessert or breakfast 
spoons, luncheon or breakfast forks, dinner 
forks, soupspoons, tablespoons — all are re- 
inforced by these silver inserts! 


This is just one of many reasons why 
pero Silverplate is known everywhere 
“the next thing to Sterling”! 


ate t forget when you sell Gorham Sil- 
verplate, a teaspoon for example, you are 
selling forty manufacturing operations, car- 
ried out by the same skilled men who make 
Gorham’s finest sterling. The same design- 
ers, the same master craftsmen! 























SILVERTONE CASE No. 231 
(Shown with LADY CAROLINE) 


Durable silvertone and ox-blood lacquer 
chest lined with Burgundy velveteen and 
cream satin—with wooden lift and end 
decorations. Blocked to hold up to 88 pieces 
(8knives in cover).Size 174x11x3% inches. 

FREE with 38-piece set of any Gorham 
silverplated pattern. Price without silver 
$2.50 net. 

No. 231-2 Same chest blocked to hold 
up to 132 pieces, arranged for 12 knives 
in cover. Same price as No. 231. 


Make 1937 a better Gorham silver year 
than ever before for your store! Gorham 
silver sales mean not only sure profits, 
but satisfied customers and repeat sales! 


. THE GORHAM COMPANY ; 


Providence, R. I.—Since 1831, America’s Leading Silversmiths 
17 Maiden Lane, New York City 10 So. Wabash Avenue, Chicago, Ill, 
140 Geary Street, San Francisco, Cal. 





THE JEWELERS’ CIRCULAR-KEYSTONE 73 
for January, 1937 
















; is a wealth 


of tradition in the silverware that the past few centuries 
have bequeathed to us, and it expresses beautifully the 
modes of a life gone by. Life was leisurely and more 
opportunity was afforded to the craftsman of old to ex- 
press in his creation the beauty of line and form which 
in those days and to that period were modern. 

Up to some few years ago nothing was added to the 
design of silverware that would express the thoughts .of 
today. ‘There were manifestations of the desire for 
change; but pieces’ were merely reproductions of what had 
gone before, or modified versions of it. Year after year 
passed and nothing new appeared worthy of note. Those 
who were not fortunate enough to possess genuine old 
silver had to satisfy themselves with reproductions that 
were sometimes good, bad or indifferent. 

Then in 1925 at the Paris Exposition of Industrial Art, 
was launched the style known as “art moderne” which 
had been in the process of development since the beginning 
of the century. In America it was known as ‘“modernis- 
tic” design. For the first time in many years, the public 


ODERN TREND 
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@ Left—The sandwich plate and sugar and creamer are of 
a tapering oval form, the handies being a continuation of a 
broad band of reeding. The oval bowl has two handles that 
are utilitarian and ornamental. 
eee 


@ Below—Ornament was kept simple and broad in these 
pieces, and used only when it could become a part of the form 
or a natural development from it. 








@ These pieces are by Reed G& 
Barton, and, except for the silver- 
plated hollow-ware at the left, 
made for New York Central’s 
“Mercury,” were designed by Miss 
Kogan, shown right. 
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IN SILVERWARE DESIGN 


by BELLE KOGAN 


saw a collection of interiors, furniture, glass, china and 
silver that had very little relationship, as far as style was 
concerned, with anything that had gone before. Here at 
last was something new; but on closer inspection of these 
examples of new design, we found that they were bizarre 
and extreme to the point of ugliness. Silverware, with 
which we are most concerned, was very often harsh and 
angular, and almost all ornament was geometric in pat- 
tern. Progressive American manufacturers rushed to pro- 
duce copies of these pieces, and others developed from 
them, with the result that much money and effort were 
spent on lines that were found to be very expensive to pro- 
duce and that had little or no sales appeal. From 1925 to 
1929 we find manufacturers trying to establish this mod- 
ernistic trend, but with no success. 

At the first showing of contemporary American de- 
sign in 1929 at the Metropolitan Museum of Art, the only 
silverware shown was designed by an architect turned 
industrial designer and consisted of flatware with the first 
long handled, short bladed knife made by four different 
companies and one silver centerpiece. After 1929, which 

(Please turn to page 76) 
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Stradivari died in 1737, and in 1937, exactly two centuries after the death of the great 
master, Wallace presents its finest creation in Sterling . . . The master in silver honors 


the master in wood. 
+++ 


It is inevitable that Wallace should be the first . . . again, to do something different . . . 
something distinctive. In this pattern have been achieved all the beauty and distinctive- 
ness of hand under-cutting . . . hand carving. 

Wallace genius is reflected in the free, daring curves of this grand pattern and the lightly 
tossed and lasting acanthus scroll. No one can fail to notice the masterful ease of eman- 
cipation from all machine mannerisms in the new Stradivari pattern .. . and the cool 
defiance of precedence and uniformity. 


R. WALLACE & SONS MFG. CO., Wallingford, Conn. 
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MODERN TREND IN SILVERWARE DESIGN 





(From page 74) 


brought the boom to a peak and then the beginning of the 
depression, we find nothing new in silverware in this 
country at all. The experiment in modernism had failed 
and no money was being spent to encourage new designs. 

Coinciding with the 1929 scramble for a modern ex- 
pression, pewter in its simple forms and beautiful patina, 














Sterling silver patterns in the modern mood; left to right: Re- 
flection by R. Wallace & Sons Mfg. Co., Inc.; Modern Classic by 
Rogers, Lunt & Bowlen Co., Inc.; and Copenhagen by Manchester 
Silver Co., Inc. 


was filling temporarily a desire for the beauty and sim- 
plicity. Many manufacturers of silverware went into the 
production of pewter, and its vogue lasted for about five 
years, until many beautiful forms were sacrificed for price. 

All through this period, foreign designers were devel- 
oping modern silverware that was more pleasing in form 
and less expensive to manufacture than the original French 
designs of 1925. Importations of these new creations 
were offered to the American public but, having been 
designed to fit in European homes, they were not always 
in harmony with trends in America. 

A desire for our own expression of today’s idea of living 
led to an American Renaissance and has given the indus- 
trial designer the opportunity to offer his ideas to the 
American manufacturer of silverware. At the Show of 
Industrial Art at the Metropolitan Museum in New York 
in the fall of 1934, some interesting new pieces were 
shown designed by free lance industrial designers. 

The age-old desire to possess beautiful things of in- 
trinsic value, that appeal to the aesthetic and at the same 
time serve a utilitarian purpose, is nowhere so apparent as 
in the buying of silverware. The opportunity of giving a 
piece of silver comes so often and nothing is more in sym- 
pathy with modern decoration of a modern room than a 
piece of this new silverware. 
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Form is the most important thought in the mind of a 
designer of silverware today. With the elimination of 
heavy and ornate applied decoration, a modern piece must 
be nearly perfect in its proportion to be pleasing; and 
any ornament used must not only be structural but as 
nearly often as possible serve some utilitarian purpose, 

The ultimate use of each piece seems to have been given 
special thought in the creation of it and most pieces jn- 
tended for every-day use are practically devoid of decora- 
tion. Things that really work are the order of the day, 
with spouts that really pour and leave no drops on their 
rims, and forms that balance well when handled. We need 
to see more examples of the silversmith’s arts treated in 
this manner. That is, as implements or utensils if you 
like, all possessing a satisfying aesthetic and practical qual- 
ity as such. No amount of ornament will make up for 














Modern design is the secret of these attractive patterns’ appeal: 
Dorian by the Watson Co., Inc.; Jubilee by Reed & Barton Corp., 
and Hunt Club by Gorham Mfg. Co., Inc. 


the agony of an uncomfortable spoon or unpleasant form. 

Modern silverware design will develop when designers 
are able to produce, with the use of modern machinery, 
forms and ornament that are beautiful and so well suited 
for their purpose that the mechanical processes of their 
manufacture will not reduce their desirability. We know 
that machines can be misused to reproduce handwork, but 
that in time a new type of design will be evolved having 
its own characteristic beauty developed from the limita- 
tions of the materials used. We feel sure that the re- 
sults obtained by this rigorous attention to functional re- 
quirements and simple straight-forward use of materials 
will in time rescue us from the endless repetitions of forms 
and ornament based on outworn traditions of hand crafts- 
manship. 
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WILLIAM & MARY—for 15 years a leader! Not only does it enjoy an unusually 





large volume of matching business from thousands of past purchasers, but it continues 


to be first choice among the new brides year after year. 


MODERN CLASSIC is the personification of its name —a truly modern classic! Conceded 
the ace of all Modern designs. 


CHASED CLASSIC—a new comer, and a real achievement in design. Decorative silver in 


smart, modern tempo. Its fast growing popularity gives it high importance among the trade. 


REGENCY — another new pattern that strengthens the hand of every Jeweler who caters to 


an exclusive clientele. A pattern of handcraft qualities plus regal splendor and formal dignity. 


Check over your stocks of these four leaders to-day. See that your stock on each is made 


adequate for the year ahead. They’re “tops”! 


GC AY | , : 
“TREASURE” SOLID SILVER & al tluersmelhs @ GREENFIELD, MASS. 


ROGERS, LUNT & BOWLEN CO. 





. 


A Direct Heritage of Fine Silversmithing for over Two Hundred years—Makers of Sterling Tableware exclusively 





RICHARD HUNTLEY 


Courtesy of American Collector 


Bailey family working in Vermont produced 
excellent examples of silversmithing 


Right—Bradbury M. Bailey 
Worked, Rutland, Vt., 1852—1875 


Left—Roswell H. Bailey 
Worked at Woodstock, Vt., 1839 
to 1872 


‘bs craft of the 


silversmith did not flourish in Vermont until well into 
the 19th Century. The reason is not far to seek. Al- 
though Samuel Champlain, in his voyage up the lake that 
bears his name, explored part of its western boundary as 
early as 1609, few settlers had the temerity to locate there 
until a century and a half later. Consequently, the 18th 
Century Vermonter had little time and less money for 
luxuries. By the turn of the century there were a few 
struggling silversmiths. One is known to have been work- 
ing in Rutland about 1795. There is record of another in 
Bennington even earlier and there is at least one spoon in 
existence made by Eaton at Middlebury about 1800. 

Twenty years after Vermont became a state the popu- 
lation had increased from 90,000 to nearly 160,000 and 
by 1840 had doubled. Meanwhile silversmiths came and 
went. Some stayed a short time in a town and then 
moved on; others remained and either combined their 
trade with clockmaking or some other calling. It was 
left for two men, working in the latter years of American 
silversmithing, to become the outstanding silver craftsmen 
of Vermont both as regards quantity and standard of 
workmanship. These two men, Roswell H. and Bradbury 
M. Bailey, one working on “the east side” of the state at 
Woodstock and the other in the Otter Creek Valley at 
Rutland, dominated silversmithing in their state and suc- 
cessfully resisted factory competition until the third quar- 
ter of the 19th Century. 

Roswell H. Bailey, who was born at Unity, N. H., 
July 22, 1804, did not come of a silversmithing family. 
His ancestor, Richard, who came from Yorkshire, En- 
gland, to Massachusetts about 1638, was one of a com- 
pany to set up the first cloth mill in America. It is prob- 
able that he was also a farmer, as were many of his 
descendants. In any case Roswell Bailey’s immediate 
ancestors were farmers and he also tried his hand at it in 


Whitefield, N. H., from 1831 to 1835. Meanwhile his 
two older brothers, Ebenezer Eaton and Samuel Chase 
Bailey, had learned the trade of silversmithing and estab- 
lished themselves in Claremont, N. H. At the age of 31, 
Roswell apprenticed himself to them. The usual time 
required to learn the trade was three years, but he proved 
an apt pupil and bought out his last year and joined the 
firm. Another brother, Charles, had also learned the craft 
there and the four brothers apparently were in partner- 
ship until 1839 when Roswell withdrew and went to 
Woodstock, Vt. 

There he set up for himself and soon had what was 
probably the largest silversmithing establishment in Ver- 
mont. He had fully a dozen journeymen and apprentices 
and also his own agents, carefully selected Yankee ped- 
diers, who traveled from town to town. He made some 
forks and a few hollow pieces such as teapots, sugar bowls 
and cream pitchers, but chiefly spoons, including ‘4000 
dozen of the toy or doll size.” The latter were the work 
of his apprentices, for whom they served as exercise in 
training the eye to exactness and nicety of line. He also 
supplied spoons wholesale to country merchants. Like 
many another manufacturer, however, his big outlet was 
Boston and his largest customer there, Palmer & 
Batchelder. 

Although his shop was large he did not attempt engrav- 
ing, but depended for years on the skill of a counter- 
feiter then serving a sentence for the misuse of his ability 
in the state prison at Windsor. This accomplished rogue 
later obtained a pardon by engraving the Lord’s Prayer 
on the reverse of a gold dollar and sending it to the 
President at Washington. This pious act was considered 
proof that he should be set free by the Chief Executive. 

During Roswell’s years in Claremont, N. H., he had 
married his distant cousin, Fidelia Bailey, also of Unity. 

(Please turn to page 80) 
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VERMONT'S LAST SILVERSMITHS 


(From page 78) 


e 


About 1844 her young brother, Bradbury M., born May his brother-in-law as a journeyman for a time, then set 

16, 1824, became increasingly aware of the difficulty of in business about 1848 in Ludlow, Vt., where he had 
wresting a living from the stony soil of an upland farm. relatives. By 1852 he was established in Rutland, The 
He accordingly went to Woodstock and became an ap- anticipated coming of a railroad convinced him that this 
prentice of his brother-in-law and cousin, Roswell H. would be a propitious location for business. So it proved 
Bailey. He, too, had no silversmithing background, yet His shop was as outstanding for the “western side” of the 
was facile enough to master his craft well within the state as was that of his kinsman Roswell on the “eas 
customary three years. His brother Samuel also learned side.” He employed six to eight journeymen and two or 
the trade and worked as journeyman for a time in the three apprentices. With the latter the old guild relation. 
Woodstock shop. He had a wandering foot, however, and ship held, the apprentices boarding with their master, 


Right—Three Sizes of B. M. Bailey 
Spoons—Top, Doll-size spoon made 
for his daughter; a teaspoon of 1875 
marked only sterling; a teaspoon circa 
1853 and a dessert spoon of 1860. 









Below—Made As Display Piece—This 
beaker shortly after B. M. Bailey had 
finished his apprenticeship was en- 
graved by counterfeiter in the Wind- 
sor prison. 


—0Old Masters Associates 


Like brother-in-law Roswell, Bradbury Bailey princi- - 
pally made spoons of all sizes. He also made pearl-handled 
knives with silver blades. He was proud of his ability to 
fashion such novelties as shell and shovel-shaped sugar 
spoons. For these he filed and polished the steel dies him- 
self with which the special bowls were formed and is said 
to have considered his shell-shaped sugar spoon his master- 
piece. 


































In my opinion he quite overlooked a small beaker, his 
only piece of hollow ware, made as a show piece after 
completing his apprenticeship. Its proportions are smaller, 
but otherwise it is in the manner of some of the best 
beakers of the 18th Century. It is beautifully engraved 
with a leafy design framing the words, “Manufactured by 
B. M. Bailey, Ludlow, Vt.” This was undoubtedly the 
work of the erring engraver at Windsor prison and ap- 
parently one of the few B. M. Bailey pieces that went 
through his hands. For the younger Bailey, rather than 
be dependent on either a jail bird or a competitor, taught 
himself engraving and did a creditable job of it. 

He had at least two partners, an earlier one named 
Parmenter and, in the latter days of his silvermaking, one 
named Parker. In each case the partner served chiefly as 
presently drifted away into that region of the United shop foreman while B. M. Bailey turned more and more 
States vaguely referred to in those days as “the west.” to merchandising. His methods were much the same as 





—Old Masters Associates 





He came back to enlist in the First Vermont Cavalry in those of his cousin and the advertising of the two estab- 
the Civil War and died in Andersonville prison, 1864. lishments was similar. For instance, each advertised in 
The few spoons of his making that are found today show the Vermont directory of. 1856 with wording almost iden- 
good workmanship and are in the Bailey tradition. tical. Each ended with “N.B. All kinds of Jewelry re- 

Bradbury M. Bailey, on the other hand, stayed on with (Please turn to page. 82) 
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Copenhagen - 


Newest addition to the Man- OTERLIAS 
chester line of ~—_ stand- 
ard weight sterling flatware pat- s 

terns—Nationally advertised— a 


N important question faces the 

retail jeweler. Will he continue 
to let department stores make in- 
roads into the sterling flatware busi- 
ness of his community through pro- 
motions—or will he launch some promotions himself?+ Those jewelers who have done so are 
delighted with the results—which are even more spectacular than a department store could 
achieve in the same sized city—according to our intimate knowledge of sterling promotions. Un- 
questionably, the jeweler’s position as a natural outlet for sterling accounts for this. 
If you decide to profit by sterling prdémotions, and there is an opening in your community for the 
Manchester line on this basis, you are fortunate. Manchester pioneered these promotions—knows 
all the answers—has a line with nineteen (19) active, nationally advertised, sterling silver patterns 
—and will help you put over a promotion that will “go to town.” Jewelry stores that can qualify 
will be treated equally with department stores in the matter of prices and terms. 
The Manchester Plan is simple—direct—effective. 1f you want the details we will respond by mail, 
or the Manchester salesman in your territory will call. 


MANCHESTER 


SILVER COMPANY 
PROVIDENCE, R. I. 


label of approval. 





Design Patent No. 101,074 
Sept. 1, 1936 








: soos 
bearing the Good Housekeeping Sousinesvias 
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SILVER SHOD (Extra) QUALITY 







d- 
A GREAT NATIONAL ADVERTISING 
(Landslide) CAMPAIGN 


+4. 
SMART PROMOTION 


WALLACE diveosmiths 


Founded by Robert Wallace 
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Vermont’s Last Silversmiths 
(From page 80) 


paired. Spoons and Spectacles made over, or repaired 
with the greatest neatness and dispatch.” : 

The working span of both establishments was beyond 
the average. Roswell H. Bailey remained in active busi- 
ness until 1872, a period of over 33 years. He died at 
Woodstock, April 3, 1887. The onrush of inexpensive 
plated tea sets had long since ended the demand for his 
hollow pieces. For more than three decades hand-made 
silver spoons had stubbornly held their own against the 
clumsier machine-made product. Now they, too, were no 
longer profitable and their day was over. 

Over in Rutland, B. M. Bailey kept on for three years 
more. Then one day in 1875 he stood before the bench 
where he had not worked in years, made two silver table. 
spoons, impressed B. M. Bailey and the word warranted 
on the back of each, engraved them with an old English B 
and closed his shop. He died in Brooklyn, N. Y., January 
17, 1913. 

Both men used a variety of marks. The name, R, H. 
Bailey or B. M. Bailey, and the town are most common, 
Sometimes only the maker’s name appears; again, the 
name and the word warranted or pure coin. In 1874 and 
1875, B. M. Bailey was prone to mark his spoons only 
sterling. 

Although both men followed the styles of their time 
and made only minor changes as the years progressed, 
their work has sufficient individuality so that Bailey spoons 
once identified can be readily recognized without recourse 
to their marking. 

Their silver is considered a collectible today and much 
of it has been found far from Vermont. New England 
families settling in Ohio carried it with them. B. M. 
Bailey himself made several trips to Illinois and doubtless 


_ took some of his silver there. Recently, for example, some 


R. H. Bailey teaspoons were instantly recognized half 
around the world in Florence, Italy. A woman of Wood- 
stock birth had taken them there as a reminder of her 
home town and its chief silversmith. 





“Early American Silver Marks” 


“4 ARLY American Silver Marks” is the title of an 

81-page volume compiled and copyrighted by James 
Graham, Jr., and limited to 500 numbered copies. It lists 
the names of approximately 1100 silversmiths whose marks 
appeared on silver pieces prior to 1850. 

In all but a few cases, the names of the cities or towns 
in which the silversmiths labored are given, as are the 
years of their births and deaths, when known, or a single 
year to designate the approximate time of their work. 

Without doubt, line drawings of the silversmiths’ marks 
will prove of signal value to collectors of early American 
silver as well as to students of the subject. 

The number of silversmiths listed is by no means as 
large as in Howard Pitcher Oakie’s “Old Silver and Old 
Sheffield Plate,” but in several instances Mr. Graham 
adds names and information not contained in the Oakie 
volume and, as previously mentioned, the line drawings, 
not plentiful in the American section of the Oakie book, 
are most helpful in identifying old silverware. 

(Early American Silver Marks. Compiled by James 
Graham, Jr., 514 Madison Ave., New York. Privately 
printed, 1936. 81 pp.) 
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The Silversmiths of Concord, who for eighty years 
ne have supplied the jeweler with patterns famous in 
d, the annals of successful retailing, now offer the 
ns "Silversmiths Pattern." 
se 

Here, at Concord's prices which are based on 50% 
ch off list, is a design which is not simply ‘another 
nd pattern," but a design in keeping with the finest tra- 
M. ditions of the jewelry trade, as well as the finest tra- 
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Certificate of Registration and other material used by members. 


The REGISTRATION OF 
RETAIL JEWELERS 


Aer five years 


of its development the gemological movement is offering 
a new service to the trade—the national registration of 
retail jewelers. The study and sales promotional activ- 
ities required for use of the title Registered Jeweler 
promise in ultimate results to prove more beneficial to 
all branches of the jewelry trade than the preparation of 
Certified Gemologists could have effected alone. 

It was the imminent appearance of hundreds of Certi- 
fied Gemologists, who are becoming recognized as the 
scientific gem specialists of the trade, which developed the 
idea of the Registered Jeweler. 

The Certified Gemologist’s preparation was giving him 
a wealth of new knowledge which promised to make com- 
petition increasingly difficult for the jeweler with no edu- 
cation in the science of gems. The demand for instruc- 
tion in at least the fundamentals of this science became 
urgent. Large stores, content with one to six Certified 
Gemologists, recognized the desirability of other employ- 
ees possessing this fundamental knowledge. A host of 
jewelers in the stores of smaller towns and in city neigh- 
borhoods, who did not desire to become gem specialists, 
were seeking out such knowledge. 

Since this was to be added to other knowledge which 
he should possess, why should not the man who desired 
national recognition as a properly qualified jeweler pass 
definite examinations and receive a title in a similar man- 
ner as the man who desired national recognition as a 
gemologist ? 

The scientific subjects in which the Registered Jeweler 
is examined were always a part of the Certified Gemolo- 


gist’s courses conducted by the Gemological Institute of 
America. (The retailer who also wishes to become a 
Certified Gemologist first completes these before he enters 


' the two-year advanced Certified Gemologist’s courses and 
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naturally must become a Registered Jeweler before he can 
become a Certified Gemologist.) The complete Regis- 
tered Jeweler preparation requires from one to one. and a 
half years. 

With the founding in 1934 of the American Gem 
Society as an organization affliated with the Gemological 
Institute of America, certain standards were established 
up to which a qualified jeweler should be able to measure. 
Examinations were established, permitting the use of the 
title Registered Jeweler American Gem Society, and 
courses by mail have been or are being made available by 
that organization which prepare the experienced jeweler, 
as well as the younger person who plans to enter the 
trade, for these examinations, provided they are approved 
by the Society’s Regional Certification Boards, composed 
of outstanding jewelers in various sections of the country. 
These courses include the course in fundamentals of gem- 
ology (which is also the first course required for prepara- 
tion as Certified Gemologist ) ; a short scientific course on 
diamonds and diamond grading; and a course in precious 
metals, silverware and jewelry. In addition to the writ- 
ten examination on the latter subjects (answered under 
the supervision of a local educator chosen by the A.G.S.), 
an examination in the actual testing of diamonds fur- 
nished by the Society is required. Sales promotional 
courses including the psychology of quality selling, courses 

(Please turn to page 143) 
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What They Say About Business 


(From Page 64) 


FORTYSPERCENT BETTER THAN LAST YEAR. 
THE DEMAND IN DECEMBER WAS FOR A BETTER 
OF MERCHANDISE AMONG ALL CLASSES. 
fe SOLD QUITE A FEW IMPORTANT PIECES BUT 
yor NEAR AS MANY AS IN THE BOOM DAYS. 
ARE LOOKING FORWARD TO THE COMING 
AS BEING AWAY ABOVE NINETEEN THIRTY 
sIX AND WE BELIEVE THE MONEY CLASSES 
WILL BE BUYING SOME OF THE FINE JEWELRY 
IN THE NEAR FUTURE. 
YOURS TRULY, 
CHAS. O'BRIEN, VICE-PRES. 


* * * 


LITTLE ROCK, ARK. 
DECEMBER NINETEEN THIRTY SIX BUSINESS 
TWENTY PERCENT AHEAD OF DECEMBER NINE- 
TEEN THIRTY FIVE. FINE JEWELRY PLAYED 
IMPORTANT PART IN INCREASE. GENERAL 
INCREASED DEMAND FOR BETTER QUALITY 
MERCHANDISE IN ALL LINES. 
CHAS S STIFFT CO. 


* * * 


MERIDIAN, MISS. 
NINETEEN THIRTY SIX BUSINESS ABOUT 
TWENTY PERCENT ADVANCE OVER NINETEEN 
THIRTY FIVE. SALES MADE UP IN VOLUME 
WHAT THEY LACKED IN QUALITY. 
MEYER & SCHAMBER JEWELRY CO. 


* * * 


COSHOCTON, OHIO 
OUR CHRISTMAS BUSINESS SHOWS A SIXTY PER- 
CENT GAIN OVER NINETEEN THIRTY FIVE AND 
THE TOTAL FOR THE YEAR IS UP THIRTY PER- 
CENT. PLENTY OF NEW MERCHANDISE, RE- 
DECORATING AND AGGRESSIVE ADVERTISING 
ENABLED US TO CASH IN ON THE GENERAL 
TREND FOR BETTER QUALITY. WE ARE ENTHU- 
SIASTIC OVER PROSPECTS FOR NINETEEN 
THIRTY SEVEN. 

C M AND R M HAY. 


* * * 


ST. PAUL, MINN. 
CHRISTMAS BUSINESS TWENTY SEVEN TO 
THIRTY PERCENT AHEAD. FINE JEWELRY 
EXCEPT FOR FINE DIAMOND WATCHES DID NOT 
PLAY IMPORTANT PART. BETTER QUALITY IN 
DEMAND IN ALL DEPARTMENTS. 
BULLARD BROTHERS CO. 


* * * 


PASADENA, CALIF. 
NINETEEN THIRTY SIX BUSINESS ABOUT TEN 
PERCENT AHEAD OF THIRTY FIVE. GROWING 
DEMAND FOR DIAMOND AND FINE JEWELRY WITH 
INCREASE IN DEMAND FOR BETTER QUALITY 
MERCHANDISE. BEST WISHES AND SEASONS 
GREETINGS . 

J HERBERT HALL CO. 


* * * 


BRATTLEBORO, VT. 
NINETEEN THIRTY SIX BUSINESS SHOWS TEN 
PERCENT INCREASE OVER NINETEEN THIRTY 
FIVE. VERY LITTLE FINE JEWELRY. 
NOTICEABLE INCREASE FOR BETTER QUALITY 
ESPECIALLY WATCHES. 
VAUGHAN AND BURNETT INC. 


(Please turn to page. 88) 
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Early American 


Silver Marks 





A NEW PUBLICATION LIMITED TO 
500 NUMBERED COPIES 


About 2,000 Marks 


compiled by 
James Graham, Jr. 


This is the most comprehensive and complete refer- 
ence book on Early American silversmiths and their 
marks ever published. Several hundred marks, 
never previously published, are included in this 
work. Convenient pocket size—434” x 74”. 


SUBSCRIPTION PRICE $12 


The CLAPP & GRAHAM CO., Inc. 
514 Madison Ave., near 54th St., New York 














SOMETHING NEw! 


A POWDER LADLE 


ACTUAL SIZE 
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PATENT DES. NO. 100,770 


Made of Sterling Silver, packed in a velvet 
lined display box to retail at 50 cents each. 
This ladle is made in miniature size to fill a 
Compact. The bowl of the ladle is designed to 
get all the powder without waste. 


An attractive display card with each initial 
order. ~ 


CHARLES GRABHORN 
Manufacturer of 
GOLD and SILVER NOVELTIES 
4-6 WASHINGTON PLACE 
Near Broadway 
NEW YORK 
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“FOR SPECIAL PARTIES. 


@ The table settings at the left are for special Parties 
Banquet and party business ts profitable. But it must be 
handled distinctively, Service and surroundings must sup. 
pass those of the home, reports Elizabeth Lounsberry 
whose table settings of unusual charm are reproduced 
on this page 


No. |--Winter buffet. Winter sports decorations 
No. 2--Crosby's, Cleveland, Ohio, are famous for the quality and 
variety of their party service - 
No, 3--Children’s party with sturdy simple china, animal decora 
tions and toy centerpiece 
No. 4-—Buffet for the horsey set. Note espec ially the details of 
table decorations 
Photographs and descriptions published through the 
courtesy of Ahrens Publishing Co., New York City, 


*LUNCHEON and DINNER 
SETTINGS 


@ The diagram below shows the correct service for 
luncheon and dinner, from the first course to the last. 
The silver must be neatly aligned and evenly spaced 
rather closely if there are many places at the table: 
farther apart if there are few. In spacing the covers, a 
distance of two feet apart is a safe and comfortable plan, 
The diagram and text were published in the October 1936 
issue of House &£ Garden in section 2 on page 134 and 
copyrighted by that publication 





eve — 


, 9 
: @ Uy ¢ 
| Tiel Lita 


Wet 


s r | . 
i 1 i] i 
: . : 


Pen —G 
ewe a 
eas 
C enied 


——— 


———— 








ind 


of 


he 


=R 


ee. cea” 








| The 
Balanced 
"Body 


; | The 
_ Anchored 
; Carriage 


fastest, 











You saw it proved in 1936! Jewelers CAN 
sell CORONA PORTABLE TYPEWRITERS... 
for cash or on easy installments. And now 
just watch that business grow in 1937! 





































The 
Floating 
Shift 







The 
Touch 
Selector 


The 
Long 
Line-Spacer 


CORONA...and Corona ONLY...has 
all the 1937 improvements 


» CORONA is the pioneer portable type- 


writer. With its quarter-century’s experience 
to draw on, the Corona of 1937 is the finest, 
and easiest-operating portable type- 
writer ever built. 


We respectfully suggest that you study the 
merchandising possibilities of Corona for your 
store. From the experience of other stores 
we can recommend them not only for their 
unit profits, but for the class and stability of 


—— SS ———— —— a 
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accounts which they provably bring in to you. 
Buyers of Coronas—students at school or 
college, and their parents—solid, educated, 
ambitious—these are customers you can build 
business with for the years ahead ! 
Full details on merchandising cooperation 
supplied promptly. 


LC SMITH & CORONA TYPEWRITERS INC 


DESK 1, 199 ALMOND STREET, SYRACUSE, N. Y. 
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MEAN A LANDSLIDE 
FOR 
A_ PRESIDENT 









FOR A LEADER 


LOOK TO WALLACE 
THIS YEAR 
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What They Say About Business 


(From Page 85) 


DALLAS, 
NINETEEN THIRTY SIX BUSINESS SUBSTANTI.” 
ALLY BETTER THAN NINETEEN THIRTY FTIVg. 
FINE JEWELRY DID NOT PLAY IMPORTANT PAR? 
HOWEVER THERE HAS BEEN A GENERAL DEMAND’ 
FOR BETTER QUALITY IN ALL LINES. BEST 
WISHES FOR A MERRY CHRISTMAS AND HAPPy 
NEW YEAR. 


ARTHUR A EVERTS CO. 


* * * 


WORCESTER, MASS. 
BUSINESS FIFTEEN PERCENT BETTER THIS 
YEAR THAN NINETEEN THIRTY FIVE. BIGGER 
DEMANDS FOR BETTER JEWELRY AND ALL LINES 
OF MERCHANDISE. 


WHALEN JEWELRY CO. 


* * * 


WASHINGTON, D. C. 
NINETEEN THIRTY SIX MORE THAN ONE THIRD 
BETTER THAN THIRTY FIVE. GAIN SPREAD 
OVER ALL DEPARTMENTS STERLING SILVER 
LEADING. MARKED INCREASE IN DEMAND FOR 
BETTER MERCHANDISE. SEASONS GREETINGS 
TO JEWELERS CIRCULAR AND MEMBERS OF 
STAFF. 


W H WRIGHT GALT & BRO INC. 


* * * 


OMAHA, NEBR. 
NINETEEN THIRTY SIX APPROXIMATELY FIF- 
TEEN PERCENT INCREASE OVER THAT OF 
NINETEEN THIRTY FIVE. NOTICEABLE 


‘INCREASED DEMAND FOR BETTER QUALITY 


MERCHANDISE. 
THE C B BROWN COMPANY. 


* * * 


OKLAHOMA CITY, OKLA. 
WILL CLOSE THIS YEAR SHOWING APPROXI- 
MATELY TWENTY SEVEN PERCENT INCREASE 
OVER LAST YEAR. FIND PUBLIC QUALITY 
CONSCIOUS WHICH ACTS AS A REVELATION TO 
THE CONSUMER AS WELL AS THE MERCHANT. 
WITH SEASONS GREETINGS. 


ROSENFIELD JEWELRY CO. 


* * * 


San Angelo, Tex. 
NINETEEN THIRTY SIX APPROXIMATELY TWENTY 
FIVE PERCENT AHEAD OF NINETEEN THIRTY 
FIVE BUSINESS. FINE JEWELRY AND SILVER: 
WARE IN DEMAND. WE DID NOT SACRIFICE 
QUALITY DURING DULL YEARS THEREFORE 
ENJOYING FINEST TRADE SINCE NINETEEN 
TWENTY NINE. EVERYONE PURCHASES WITH 
CONFIDENCE AND MUCH HAPPINESS PREVAILS 
THROUGHOUT THE TRADE AREA. WATCHES 
LEADING IN SALES. 


I J C HOLLAND HOLLAND JEWELRY CO. 
(Please turn to Page 137) 
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Try to picture in color this intimate little group. An olive green 
lamp becomes vivid against a cerise velvet covered table. The 
old English plated silver tray seems to reflect many hues of red 
and gray green from the books and whimsical pottery goat. The 
white after dinner coffees are fashioned like strawberries on 
leaflike saucers and are both dainty and attractive. 


91 





i 
ol 
i 


1) 
: 
i 
\ 


eee sae 


Ear AE 





on 
i) 
i 
it 
fi 


i 


may 


seo ease ae 


7 Sad ARNE ADI 6 2S URLS ee 


sata. 





a Tne Dts CEA aM CEE Ri Las rae 


a SI NN EE aoe Bain Soa 


Sasa 


Picea lain Ore 











A fine lead glass bowl 


HERE is a quality in glass—shall we say a mystery ?— 

which has ever captured the imagination of man. How 
easy it is to understand the wonderment of the ancients 
on first beholding the crude glass they had accidentally 
produced. For here was the miracle of a substance solid, 
yet transparent; a thing one could feel, and heft, yet look 
through! Our own emotional response has in it nothing 
of amazement over this physical property, in which we 
have become accustomed through long use and acquaint- 
ance; but who is there who does not thrill to the im- 
palpable beauty of a lovely thing of glass—a beauty some- 
times flashing with the iridescent radiance of a jewel— 
sometimes shimmering like a tranquil lake. 

For the purpose of the retail jeweler we shall consider 
only blown glass in two phases, i.e., table glass and dec- 
orative types. In table glass we encounter two grades, 
one known as “lead” glass and the other as “lime” glass. 
We should first understand that glass is a mixture of 
silicates of lime, soda and potash, with which are asso- 
ciated metallic oxides or other elements to get certain 
effects. “Lead” glass is so called because lead oxide is 
present in it in a large measure. Its chief characteristics 
in the finished glass are great brilliance and resonance; 
that is, the glass, when struck, gives off a prolonged bell- 
like ring. It is this sonorous quality which has won for 
lead glass the name “ringing glass.”” Lime glass, on the 
other hand, emits a brief and unmelodious thrum when 
sounded. The various grades of crystal, from half-crystal 
to full, or rock crystal, depend on the amount of lead in 
their makeup. 

This mixture of silica, potash, etc., is fritted in “pots” 
(crucibles of refractory clay) together with a proportion 
of broken glass of the same kind (called “cullet”) and 
then subjected to enormous heat to reduce the mass to a 
molten state. After this melts, a slight falling off in 
temperature produces a viscous consistency in the glass. 
In this state glass is extraordinarily elastic and cohesive; 
it can be worked almost like very soft taffy. 

In blowing a piece, the “pipe” (a hollow tube about 
five feet long) is thrust into the mass of molten glass and 
turned about to accumulate a mass sufficient to make the 
projected article. ‘The workman now places the other end 
of the tube to his lips, blows«through it, and expands the 
lump of glass into a dully glowing bubble. From that 
point on he works it with tongs, scissors and pontil, 
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By Charles L. Roos 


handling the yielding ball with a juggler’s dexterity, heat- 
ing and reheating it by thrusting it into the flame of the 
roaring furnace, until he has achieved the desired form. 

A piece may be “blown in the mold,” which means the 
bubble is directed into a mold to give the desired contour 
(the bowl of a goblet, for example) or, as in the case of 
Venetian glass, the workman may proceed without benefit 
of artificial aid, depending solely on skill and a trained 
eye to achieve the form. To watch a competent artisan is 
to wonder at the accuracy of his judgment. He must 
“gather” just enough glass, no more; must blow just so 
long, no longer; and so on. The eternal miracle is not 
that there is variation in such hand-made glass, but rather 
that there is so little. 

In this connection it is interesting to reflect that the 
tools used by the glassblower today are in every respect 
the same as those employed by his eleventh century for- 
bears in Venice. These instruments are simple enough, 
and few. A blowpipe, a pontil (the rod to which the 
object is transferred from the blowpipe during the course 
of fashioning), a tongs, and scissors are the chief ones. 

In our modern life, the art of the glassblower finds 
expression principally in two channels, that is, table glass 
and decorative glass (vases, candlesticks, bowls, and the 
like). We shall not consider the astounding commercial 
development of glass with its mammoth tanks containing 
as much as two hundred and fifty tons of sizzling glass, 
which, joined up with automatic machinery, can flip out 
bottles at a machine-gun rate. 

Of course, no discussion of glass could omit crystal, 
which in forms of beauty and cutting of great charm has 
returned to the point from which it was shouldered years 
ago by the massive “cut-glass” we all remember. Crystal 
may be either “cut” on an abrasive wheel, or engraved on 
a copper wheel, with emery as the abrading agent. Or it 
may be etched with acid, decorated with gold, enameled 
in brilliants, clothed in gleaming lustres. 

Never has glass been seen in so many ramifications as 
today. If we are indebted to the modern for nothing else, 
it is the rediscovery of glass. We are coming to use it in 
the home in many ways never before thought of—lighting 
fixtures of foggy glass sheets; windows of wondrous 
beauty—even walls in extreme cases. The future of glass 
promises to be as dazzlingly inspiring as its past is ab- 
sorbing. 
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Spode °s Gainsborough 


»)» Gainsborough will be added to our New York open 
stock patterns. It has been so well received throughout the 
nation we feel that in fairness to our customers we should 
Carry it in stock. 


Our new showings for 1937, we believe, will far surpass 
previous years. Many new and interesting styles will be shown 
in our Earthenware, including a revival of early Spode Lustres, 
all taken from the old Spode books. They will 
surprise you with their unusual character and style. 


The Spode ‘‘Japans”’ are being revived, and there 
are new colorings and styles on all of our regular 
running shapes. 


SPODE 


The Bride's Tableware for Samples of all of these will be ready early in 
nearly two centuries 


In Spode’s Lowestoft body we expect to have ready by 
January a number of important Lowestoft styles, of an 
entirely different influence and character, which we feel sure 
will meet with ready response. 

Many unusual and interesting Bone China styles are 
being added in the Enamel field, based on the revival 
of early Spode. 

In Service Plates new colors and new ideas will 
be shown, as well as revivals of the old Spode 
traditional styles. 


January. 


COPELAND & THOMPSON INC - 206 FIFTH AVENUE - NEW YORK 
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RENAISSANCE OF PEWTER 


By EDWARD GREEMAN 





Fine pewter styled to the modern day trend 


HORTLY after the World War, the sale of pewter 
in this country increased by leaps and bounds. This 
popularity reached its height about eight years ago, at 
which time pewter was carried by practically every lead- 
ing jeweler and department store, and was obtainable at 
every known price, ranging from 25 cents to $25 a piece. 
This very popularity was its own undoing. The forces of 
competition drove manufacturers to produce a cheaper 
and cheaper type of ware which scarcely deserved the 
name of pewter. Meanwhile this same force drove pewter 
into every cheap type of store until the better stores were 
forced to practically abandon its sale. When pewter was 
in its darkest days, it was dark in more than one sense of 
the word. The addition of large quantities of lead caused 
it to turn dark almost immediately, and it was this type 
of dull, leady pewter which weaned public fancy away 
from the historic metal. 
During all this period, in isolated cases, craftsmen with 
a conscience continued to produce pewter which had the 
quality of the finest metal goods ever produced, adhering 
to the Danish formula which eliminates lead entirely. 
They consistently strove to keep on the market a type of 
pewter to which the consumer could turn when in search 
of the items for which pewter is so well adapted. From 
earliest Roman times, pewter has occupied a particular 
niche in the affections of those who furnish the home and 
live in it. Without detracting from the special merits of 
other metals, each of which has its particular charm, there 
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is about pewter a soft lustre which cannot be duplicated in 
any other alloy known to the artisan. 

Pewter combines so well with the pottery and linens of 
the hostess that it has never been replaced for any length 
of time in the homes of the discriminating. Fortunately 
for the trade of the more exclusive stores, the craftsmen 
who have persevered during the period referred to have 
met with sufficient success, so that there is available today 
a delightful variety of pewter articles of obvious merit. 
Designs taken from antique pieces, many of them care- 
fully preserved in museums, have proven again the good 
taste of our ancestors. Such an old favorite as the 
Guernsey jug, for hot milk, with its background of the 
Channel island from which it takes its name, is again in 
demand. Tea and coffee services of French Provincial and 
English Georgian style are available to the buyer. Con- 
currently, there are being produced pewter shapes with 
the modern trend which has emanated principally from 
the Scandinavian countries, where the vogue for pewter 
has never waned. Last but not least, shapes founded on 
products of our own colonial craftsmen are of course al- 
ways of continued interest. 

No less a character than Paul Revere, of Revolutionary 
fame, did some of his finest work in the field of pewter. 
His originals are today faithfully reproduced so that they 
honor the source of his inspiration. 

To sum up, the New Year with its prophecy of better 
business conditions finds pewter again in an enviable posi- 
tion. 
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GIFT AND GLASSWARE 
EXHIBITORS COMBINE 
IN ONE HUGE MARKET! 


TH E Over 800 gift, china, 


ra glass and pottery lines 
MERCHANDISE MART to choose from. Enter- 


G f T S H 0 W peer 


either. 
FEBRUARY 1-13 INC. 


Anticipating one of the greatest retail seasons in 



















many years, the gift and china, glassware and 





pottery exhibitors of The Merchandise Mart are 
combining in February for a huge market that 
will enable buyers of these allied groups to do 
quickly and thoroughly the best buying job they 
have ever performed. That buyers will find here 
an extraordinary concentration of new merchan- 
dise is seen in the fact that 95% of America’s glass- 
ware and almost as large a percentage of the china = 
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and pottery lines, together with the nation’s out- 
standing gift houses, are permanently established 
here on the fifteenth floor. 
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THE MERCHANDISE MART 


THE GREAT CENTRAL MARKET - CHICAGO - WELLS STREET AT THE RIVER 


THE JEWELERS’ CIRCULAR-KEYSTONE 95 
for January, 1937 


























GEORGE F. LITTLE, 
Managing Director 


AND 





A. STANLEY BRUSSEL 
President 














S. CRAIG PRESTON, 
Vice-President 


25th SEMI-ANNUAL SHOW 


EASTERN MANUFACTURERS 


IMPORTERS EXHIBIT 


TO HOLD BIG GIFT AND ART 
DISPLAY FEB. 3 to 14 INCHICAGO 


HE twenty-fifth semi-annual display of the Eastern 

Manufacturers and Importers Exhibit will be held 
Feb. 3 to 14 in the Palmer House, Chicago. It will occupy 
the entire sixth, seventh and eighth floors of that famous 
hostelry and will establish a high mark in the progress 
’ of this series of exhibits over the period since the first 
show was held in February, 1924, at the Hotel Morrison, 
Chicago. 

By 1924 the gift and art business had grown to such 
a state of importance and stability that the time was ripe 
for the inception of an organization that would truly 
represent the more important manufacturers and im- 
porters of the east. With that in mind, A. Stanley Brussel 
started to spread that idea among his acquaintances in the 
trade in New York. Through the hearty cooperation of 
Craig Preston and George Little and the encouragement 
of Richard Leslie of THE JEWELERS’ CIRCULAR, a meet- 
ing was arranged for the last week in October, 1924. 
Through the courtesy of the late Leo Suesskind, the meet- 
ing was held in the shipping room of the K. & O. Mfg. 
Co., then located at 366 Fifth Ave., New York. 

Those present at this first meeting were the late Leo 
Suesskind, S$. Craig Preston, George F. Little, John 
Rossetti, Frank W. Jenkins, Abe Klayf, Robert Parrish, 
Robert Stith, the late Edward H. Coles, A. Stanley 
Brussel, R. T. Picton, Henry Saul, Ernst Kosherak and 
Richard Leslie. A. Stanley Brussel was elected chairman, 
Robert Parrish secretary, and Robert Stith treasurer. 
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The obstacles in the path of the infant organization 
were large and numerous. Proper financing, intelligent 
and effective publicity and good hotel facilities were the 
problems that confronted the founders. The hotel situa- 
tion proved the greatest problem of them all. After weeks 
of correspondence and long-distance telephone calls, the 
Hotel Morrison was secured to house the exhibits of the 
new organization. A part of a floor was secured and on 
Monday of the first week in February, 1924, the first 
show of the new organization was held, with the follow- 
ing exhibitors: Ferd. Bing & Co.’s successors; Carbone, 
Inc. ; Cassidy Co., Inc.; Dubois Studios; Fulper Pottery ; 
Gudeman & Co.; Day Craft, Inc.; Chas. Hall, Inc.; 
Japanese Fan Co.; K. & O. Mfg. Co.; Koscherak Bros. ; 
Rudolf Lesch; J. W. Levy Corp.; Geo. F. Little; Moun- 
tain Community, Inc.; Mohr Art Co.; Robert Phillips 
Co., Inc.; Pompeian Bronze Co.; Rehberger & Saul; 
I. Shainin & Co., Inc.; Simondetti & Co.; E. R. Thieler; 
M. Wille. 

Beginning with the third show, the organization moved 
to the then newly-built Palmer House. During the second 
show at the Morrison, George F. Little was elected 
managing director. 

When one considers the size of that first exhibit at the 
Morrison and compares it with the twenty-fifth which 
will be held at the Palmer House, the remarkable suc- 
cess and growth of the organization will be noted. This 

(Please turn to page 103) 
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LANBEE PLAN 








The Elanbee Plan is a unique method of merchandising DOLLAR Handbag Departments. We 
have successfully operated Handbag Departments on this basis for over five years. A large 
number of jewelers are enjoying the advantages and profit of this specialized service. 


GUARANTEED PROFIT 


No capital investment is required on your part to install an Elanbee DOLLAR Handbag De- 
partment. An excellent guaranteed profit on every sale is assured. Markdowns, seasonal 
carryovers, buying expenses, and transportation charges are entirely eliminated. 


SMARTEST STYLES—HIGHEST QUALITY 


Elanbee Handbags have achieved distinction for their smartness. They are expertly styled for 
the Season's mode, and are presented in Fashion's leading colors. Modern methods and ma- 
terials produce astonishing values, placing DOLLAR Handbags in the quality classification. 


FEATURED BY LEADING JEWELERS 


We pioneered in promoting DOLLAR Handbags in the finest type of jewelry stores. Our hand- 
bags are designed to tie-in with the character of such stores. No extra profit item better fits 
into the jewelry store set up, attracting new customers and bringing them back repeatedly, 
season after season, and year after year. 


DETAILS UPON REQUEST 


We invite inquiries from responsible jewelers whose location will enable them to capture the 
DOLLAR Handbag business of their community. Write for the details of the unique Elanbee 
Plan at once. 


ELANBEE 
SALES COMPANY, INc. 


23 East 21st Street, New York 
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*¢HOW TO 
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By 
W.H. FENTON 














I, is very difficult 
unless you are accustomed to handling leather goods and 
buying regularly to keep in touch with the new pieces 
which are continually being brought out in the market. 
There are so many different kinds of leather which are 
not of themselves easily distinguished that it is often 
necessary for the jeweler to take the word of the salesman 
in the showroom as to the type of merchandise being sold. 

Briefly listed there are-on the market today calf and 
steerhide, both domestic and foreign, Italian leather, 
English paste grain, Turkish leather, Ecrase, English 
Levant, French Levant, Ecrase goat skin, lizard, pin seal, 
buffalo and Hudson Bay seal, as well as many others. 

Calf or steerhide, domestic or foreign, needs no clearer 
explanation. It can be said, though, that the American 
calf and steerhides can be compared very favorably with 
the foreign. This is only since the war. 

Italian leather offers quite a number of styles, the prin- 
cipal ones being Venetian, Florentine, Barco Medieval, 
Sbalzo and Sbalzo Antique. 

Venetian leather is colored with numerous colors, 
among them gilt, using a much finer line than in Floren- 
tine designs. 

Florentine plain is simply a calf leather. The finish, 
which is wavy-like, is entirely its own. The appearance 
is very pleasing and popular. Florentine gilt is always a 
brown leather with a hand tooling in gilt in designs of the 
Renaissance. This is often miscalled the “Seventeenth 
Century.” 

Barco Medieval is also a brown leather, having no gold 
tooling, but a design of old door hinges in dry tooling. It 
might be well here to mention illuminated leather which 
at times has some gold coloring. Sbalzo is leather which 
is embossed, sometimes, but seldom with gold, while 
Sbalzo antique is embossed with gold and colors and 
Venetian goldleaf. 
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English paste grain is simply lamb skin. It is pressed in 
form much like embossing and the back has a stiffening 
pasted on. A steel die is used to do the embossing. 

Turkish leather comes from the ostrich and usually 
it is grained in the Morocco style. This is not a cheap 
leather and is very little used. French Levant is a large- 
grained goat skin. 

Ecrase is either goat skin or crushed calf. The goat 
is more mottled in appearance. This is the best we have 
here in America. Ecrase goat skin is run between two 
heavy rollers to bring out the grain, dyed, rolled between 
hot rollers to give the polished appearance, then hand 
polished when goods are completed. Ecrase finish can be 
applied to any leather just as any leather can be embossed 
by press. 

Saffian leather is French goat skin with a cross-grain. 
This is like seal skin. Shark skin is the toughest leather 
of water denizens. Goat skin is the toughest of the land 
mammals. Shark skin is the skin of the shark, and the 
lizard skin that of the lizard, but this finish is also made 
on goat and cow and worked up to a very clever imitation 
of the real skins. Pin seal is seal and can be grained up to 
what is known as the pin seal finish on different kinds of 
leather. Buffalo is handled as others are. It is very thick 
and can be trimmed down to any thickness desired. Hud- 
son Bay seal is generally made from seal or from goat. It 
has a very coarse, pebbly appearance. It is interesting to 
know that there are two kinds of tooling, hand and plate, 
and the combination of the two. 

There is a simple method by which it is possible to 
determine whether a piece is hand tooled. Look at the 
corners of the design. If it is hand tooled the pattern is 
usually adjusted at the corners to meet and so are the 
lines. By this irregularity one realizes that the design is 
hand done. There are times, though, when the man is so 

(Please turn to page 101) 
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How to Judge Leather 
(From page 98) 


clever a workman that it is not possible to tell because the 
roll is mitered and it is easy to get a square corner. Per- 
spective view on a straight line will. immediately show 
irregular lines and prove that the tooling is hand done. 

Plate tooling for illuminating leather is sometimes with 
an air brush, while other times with inlaid colored 
leathers. For instance, with a floral design the pattern is 
cut out and colored pieces inlaid and then the pattern is 
tooled around so as to cover the edges. 

Venetian leather is made in the following manner: The 
raw hides are hand colored with colorings especially 
mixed. The mottled effects are obtained in the same 
manner. 

Both illuminated and Venetian leather are plate em- 
hossed so that pieces can be pressed out and the coloring 
then put on by hand. 

Having touched upon the types and styles of leather 
which are imported into this country, it will be well to 
state where America stands on the question of leather 
goods produced in competition with the imported pieces. 

We have copied every type and style of leather goods 
imported into this country. Colorings, styles, designs, and 
uses are all to be found on the domestic market. How 
they compare with the imported pieces is something which 
can only be answered in specific instances. Some domestic 
pieces are better fitted to the American market than im- 
ported. They have all the usefulness of the imported 
pieces, and they have all the artistry, coloring, beauty 
and the added feature of a lower price due to domestic 
manufacture. 


The combination of wood and leather in even the most 
beautiful of pieces is sometimes affected by water and 
climatic conditions in shipping to this country because 
abroad unseasoned wood is used to a great extent. The 
pieces made in America in exact duplication of the im- 
ported pieces are practically immune from this warpage 
condition. 

One has to be very clever and used to handling leather 
to be able to detect the kinds of leather, and whether they 
are imported or domestic and to distinguish between the 
various qualities of one type of leather. Some leathers are 
given a “dope” finish to produce a very uniform surface 
and this makes it difficult to classify them without resort- 
ing to the reading of the label on the piece itself or to the 
catalog or invoice rendered with the shipment. 


New York Gift Show 


HE big New York gift show opens its doors at the 

Pennsylvania Hotel, New York, February 22-27. 

The success that has been achieved by the National 
Gift and Art Association in the past is one that is well 
remembered by. the thousands of buyers who have at- 
tended, and it is reported that the coming gift show will 
far surpass any previous exhibition of gift and art wares 
in this country. To travel through the spacious halls, and 
to visit the hundreds of rooms that have been allotted to 
the leading firms in this industry is not only of educa- 
tional value to the buyer himself, but an opportunity sel- 
dom offered where merchandise from all over the world 
may be seen at one time under one roof. 
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We present Pewter in its 
finest form from a stand- 
point of material, work- 
manship and design. This 
Guernsey jug, by Queen's 
Art, is a great favorite with 
jewelers. No. 272, 614,” 
high $1.85. No. 110, 7/4” 
high, $2.50. 


Send for illustrated catalog. 


JANIS-TARTER, 


GREEMAN & NAJEEB, Inc. 


225 5th Ave., New York City 




















CHASE 


GIFT SHOW POINTER 


At the mid-winter Gift Shows, Chase 


will present a host of ideas about dis- 


playing and selling thisalways-popu- 


lar line. And there will be, as always, 


a number of new, interesting and 


profitable items for your spring stock. 


CHASE BRASS & COPPER CO., 


CHASE TOWER, 


. 


INCORPORATED 


B. 


NEW YORK CITY 


@. 











CHICAGO NEW YORK BOSTON 
Palmer House Hotel Pennsylvania Hotel Statler 
Feb. 1-12 Feb. 22-27 March 8-12 
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SE, 
A GIFT SERVICE 
ANNOUNCEMENT 


WHAT DO YOU WANT 10 
KNOW? 


DO YOU WANT TO KNOW WHERE TO 
BUY CERTAIN TYPES OF GIFTWARES? 


WHAT AND HOW MUCH TO BUY IN 
OPENING A GIFT DEPARTMENT? 


WHAT ARE AMONG THE BEST SELLING 

NOVELTIES AT THE PRESENT TIME—OR 

WHAT TYPE OF A CERTAIN CLASS OF 

MERCHANDISE YOU SHOULD GET FOR 
YOUR LOCALITY? 


THESE and a host of other questions will 

be answered at no charge to JEWELERS’ 

CIRCULAR-KEYSTONE readers, who will 

write to the GIFT INFORMATION BU- 

REAU on their regular letterhead outlining 
their problem in full. 


Gift merchandise is style merchandise and 
one of the first requisites of success is the 
ability to keep abreast of the market. 


Located in the heart of the gift field, our 
expert is in close touch with all manufac: 
turers and importers. As a result of our 
expert's years of experience, he not only 
knows the best sellers in the standard lines 
but is unusually well qualified to pick the 
winners from among the many items 
offered every year. 


Jewelers who want to know what to buy, 

when to buy and a host of other questions 

related to getting the proper merchandise 

will get a ready and helpful response to 

any questions directed to our Gift Infor- 
mation Bureau. 
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25th Semi-Annual Gift Show 
(From page 96) 
was accomplished by the untiring efforts of officers and 
directors. 

Probably the greatest factor in the remarkable and 
rapid growth and success of the Eastern Manufacturers 
and Importers Exhibit is the rigid code of ethics laid 
down by its managing director, George F. Little, and 
the constant adherence to the same by its officers, A. 
Stanley Brussel, president, and S. Craig Preston, vice- 
president. An application for membership is scrutinized 
and investigated down to the last detail by the officers, 
managing director and board of directors. The reputation 
of the house and its merchandise, its ability to live up to 
obligations and contracts, and the character of its per- 
sonnel at the exhibits, are all studied closely and sub- 
jected to the most thorough investigation. The buyer is 
thus virtually guaranteed that his dealings will be with 
the leading houses of the industrial art field and can feel 
assured of fair dealings and satisfactory business methods. 

Numerous buyers throughout the country have ceased 
their trips to Europe every year, because they have found 
that at this exhibit the cream of the foreign markets is 
literally laid down at their feet for their inspection and 
approval, and here again they find each exhibit displaying 
for the first time his very newest numbers either fresh 
from the factory or just arrived from some foreign shore. 

The board of directors of the organization consists of 
Henry Underberg, S. Craig Preston, John Rossetti, 
Harper Junius, George F. Little, J. Leo Grogan, A. 
Stanley Brussel. 





Boston Gift Show 


The Boston Gift Show will be held March 8 to 12. 
Jewelers from the east and points nearby, who have 
visited the other previous Boston Gift Shows at the Statler 
Hotel, know from experience that they will be amply 
rewarded for their trip by being able to bring back to 
their clientele gift and art merchandise which will satisfy 
the most exacting needs of their customers. 

Here the jeweler may view all kinds of artwares and 
may have the opportunity of making a wide selection with 
which he will be more satisfied in the end than if he went 
on a buying trip to several cities, picking up here and 
there objects which seemed most attractive at the time. 


Toronto Gift Show, Feb. 18-24 


Many manufacturers—particularly jewelry firms,—are 
planning to introduce their 1937 lines to the trade through 
the Spring Toronto Gift Show at the Royal York Hotel, 
Toronto, Feb. 18 to 24. The show will take full and im- 
mediate advantage of the business increases registered gen- 
erally across the Dominion and the very definite swing to- 
wards luxury buying. It will occupy two complete floors 
of individual salons, suites and display rooms. Attendance 
will be restricted to the trade. 








Robs Window of Watches 
SPRINGFIELD, Mass.—Six watches worth $300 were 
stolen from a display window in the M. J. Kittredge, 
Jr., jewelry store at 1354 Main St. about 7 o’clock the 
morning of Dec. 20. The daring theft was evidently 
the work, police said, of some skilled thief who felt sure 
the daylight would not interfere with his cleverness. 
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rings in the 
New Year, 





Ding-Dong CANAPE BELL 


| In comes the New Year and 


Evercraft celebrates by in- 
troducing opportunely, an ex- 
quisite and most practical 
gift creation for the active 
hostess — the Ding Dong 
Canape Bel!. Graceful, bell- 
shaped heider of lustrous 
Everite metal with mellow 
ivory catalin finial and ivory 
enamel base. Light, easily 
handled, beautiful—an ideal 
adjunct to any party prepar- 
ation. 


Ding Dong Canape Bells 
—packed in _ individual 
gift boxes with 24 vari- 
colored wooden pix in 
each—No. 5096-1—$3.75 
Doz. Net. 





for their exquisite design 
and excellent craftsmanship. 





| 


EAST STREET « FREDERICK « MARYLAND 








Preference Chest 


SMOKING SETS 


The box holds three packages of cigarettes—the set includes four” 
ashtrays. The white pottery set has raised floral design with gold 


color trim. 


Dozen $7.80 


EDWARD P. PAUL & CO., Inc. 


1133 Broadway 


New York 


Chicago showroom: Merchandise Mart, Room 15122 
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Hine 
Old English Silver 


SHEFFIELD PLATE 
AND 


REPRODUCTIONS 





Authentic Reproductions 
of Old Masterpieces 


OLD SHEFFIELD PLATE 
VICTORIAN PLATED WARE 


Inquiries and Requests 


for selections invited. 


VISIT OUR EXHIBIT 
AT THE PALMER HOUSE 
GIFT SHOW 
ROOM 888 


|. FREEMAN & SON, INC. 
444 Madison Ave., New York 


23 Hatton Garden 
London, England 











The Perfume Bottle 
By R. H. Leslie 


HE fitness of things is so kept in 

mind nowadays that we often won- 
der if the frame is not sometimes 
lovelier than the picture. Surely, 
with all that we hear and know 
about lure and delight of perfume, 
one of its special charms may be 
found in the fascinating containers in 
which it is provided. ‘The most ex- 
quisite odeur would for most of us 


lose much of its value if it were, 


offered in an ink bottle, while, for the 
sake of acquiring one of those glories 
of craftsmanship—a Lalique perfume 
bottle—we would be quite willing— 
to have it filled with almost anything 
short of vinegar. 

Dealers in perfume seem to under- 
stand the psychology of this, and have 
acted accordingly. ‘Themost unalluring 
gift department in the jewelry store 
seems to be converted into a veritable 
fairy world as one examines its coun- 
ter of perfumes and toilet waters en- 
cased in gleaming, glistening glass- 
ware with the magic of their colors 
shining through. ‘The little bottles 
would not offer anything unworthy of 
themselves. 

As a rule these bottles are chic 
with a distinctive simplicity. The 
lines are the result of artistic thought, 
while the decoration, however slight, 
is always striking. Just.as simplicity 
is the last word in Parisian fashions 
where the line and silhouette must 
capture the eye at the first glance, so 
the slender, often strangely propor- 
tioned bottle carries itself with a 
modern style. 

The perfume within is of all colors 
and always of the most exquisite clar- 
ity. There are pale greens and jade 
greens, faint yellows, rich citrons, 
deep ambers, glycerine whites, pink- 
ish purples and pale lilacs. Sometimes 
too, by way of variety, the bottles are 
frosted or clouded so that the precious 
contents are not visible. 

There are, of course, bottles and 
atomizers of all shapes and sizes, 
tapering, swelling, rotund, angular. 
There are flat ones and oval ones, 
some with the spray at the top, some 
with a wide curve to emit the per- 
fume, some with little trick tops from 
which the liquid pours as a surprise. 
Some are either bottles or atomizers; 
some are arranged to combine both 
functions. Some have droppers, others 
have real sprays. Some come in sets. 
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W.E.LINDEMANN 


225 FIFTH AVENUE 


NEW YORK.,N.Y. 
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Spode China—Yesterday and Today 


HE history of the villages and towns in that district in 
Tratiordshire called the “potteries,”’ which covers about 
ten miles and comprises Stoke-on-Trent, Hanley, Co- 
bridge, Etruria, Bradwell, Burslem, Fenton, Tunstall, 
Longport, Shelton, Lane End, tells the story of English 
potteries. 

At Stoke-on-Trent in Staffordshire, Josiah Spode, the 
elder, established a pottery which to this day is producing 
chinaware to be cherished in the homes of those who 
appreciate fine craftsmanship. Since the days of Johann 
Bottger, the alchemist who, in trying to make gold for 
his patron, made porcelain instead, the nobility and the 
wealthy have bid high for fine china. At one time it was 
the fashion to own a china factory as today it is fashion- 
able with a certain class to own a stable of fine horses. 
The first Josiah Spode was one of the greatest of master 
potters and his successors carried on his work. 

For many years cultured persons in England devoted 
their time and money to develop and improve the china 


industry. The public museums showed to the public the . 


Ronald Copeland, head 
of the affairs of the 
Copeland family. 


° 





best in ceramic art of ancient and modern times and a new 
era of china production began in England because a de- 
mand was created for finer forms, bodies and decorations. 
Factories which for 50 years had made plain common 
wares introduced improvements and innovations so that 
today the porcelain of England is known everywhere. 

In the ten-mile district of Staffordshire where early 
potteries abounded, the first products were butter pots 
and jugs. About 1680 salt glaze was discovered by acci- 
dent in the district, when a maid who was cooking brine 
in an earthen pot let it boil over and the pot, being red 
hot, became glazed. If we follow a long list of accidental 
discoveries and inventions through experimentation, it will 
take us through the history of many famous English 
potters and bring us to the fine translucent bone china 
we know today. Due to the centralization of English 
potteries in the one district of Staffordshire, England has 
produced a race of potters of the greatest importance. 
Here generation after generation imparted the craft from 
father to son and carried on the traditions of the great 
founders. Today when the fashionable hostess uses fine 
china the name of one or the other of these is stamped on 
the bottom side. 
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Josiah Spode was a careful workman. Spode, the elder, 
began his career in 1749 when he became apprenticed to 
Thomas Whieldon of Fenton. Twenty years after his 
apprenticeship, when he was nearly 40, Spode opened his 
own potteries in Staffordshire. In 1777 Spode entered 
into partnership with William Copeland, a native of 
Stoke. Later the company was changed to Spode & Cope- 
land. William Copeland, Jr., at a later date entered the 
thriving business, which became larger and one of the 
most important of English potteries. Josiah Spode, Jr., at 
the death of his father, in 1797, succeeded to the owner- 
ship of the factory. Six years after the death of the 
second Josiah Spode in 1832, William Taylor Copeland 
bought the entire business from Spode trustees. 

Ronald Copeland, who is now the head of affairs of the 
Copeland family and factory and one of the sons of this 
illustrious old potting family, just paid a business visit to 
this country and Canada, accompanied by his wife. Mrs. 
Copeland was a member of the House of Commons up to 
the fall of 1935, and is still very active in English public 
affairs. She returned to England on the Queen Mary 
October 27. 

Mr. Copeland remained here and made a short trip, 
taking in Philadelphia, Cleveland, Detroit, Chicago, Mil- 
waukee, Boston, Springfield, Mass., and Hartford, renew- 
ing friendships in the china trade. His time was very 
limited this year and he was unable to go beyond eastern 
and central points. He went back very much impressed 
with the change of conditions since 1934, the last year he 
was over, carrying kindly remembrances of the renewed 
contacts with his old friends. He hopes to be back next 
year if possible and go further afield. 











ARTHUR ARMOUR ALUMINUM 





18 Inch Supper Tray—Starflower 


The High Quality, the Exquisite Designs, and the 
Perfect Weight and Balance of the Armour Line 
Have Made it the Favorite of the. Retail Jeweler. 


Many New Items and Decorations Will Be Shown 
for the First Time at the Chicago Gift Show in 
Rooms 785 and 786 Palmer House. 


A. STANLEY BRUSSEL 


Sole Distributor 
225 5TH AVE., NEW YORK CITY 
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IT’S A NEW ONE and we refer not only to the noisy Chick above, but to the NEW 


YEAR 1937. To you who are not familiar with the Ball organization, merchandise, and fast Stream- 


lined Service, we want to extend a cordial invitation to become so. It is our desire to merit the confidence, respect, 
and patronage of the Retail Jewelers with whom we come in contact, and this they have given us. For this we return 
our thanks, and with it goes our promise to carry complete stocks of wanted merchandise and render the very best 
of service possible. We want you to feel free to call upon us at any time to make good this promise, or to assist 


you on any of your business problems. And NOW . . . may 1937 bring you everything you can reasonably desire, so 
here’s wishing you a HAPPY and PROSPEROUS NEW YEAR! 


THE BALL COMPARHY ¢« CHICAGO 


WHOLESALE JEWELERS © GARLAND BUILDING e 58 EAST WASHINGTON STREET 
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Jewelry Auction Practices Under Fire 





Milwaukee Guards Jewelers From Unfair Sales; 
Several Other Cities Tighten Control 


A wave of resentment against the mal- 
odorous practices which flourish under 
many jewelry auctions swept several 
large cities with the advent of the Christ- 
mas season, as jewelers renewed their 
efforts to have municipal governments 
adopt or enforce regulatory measures. 

Ordinances were adopted or tightened 
in Atlanta, Ga.; South Bend, Ind.; Mil- 
waukee, Wis., and Newark, N. J. 

New York City jewelers complained 
that a proposed ordinance to amend the 
New York auction ordinance specifically 
mentions silverware, chinaware, furni- 
ture, tapestries, paintings and works of art, 
but does not refer specifically to watches 
or jewelry. The change would require 
auctioneers to list or announce the name 
of the seller or owner of each article, and 
to print or announce prior to the bidding 
every item’s antiquity, history, make, 
manufacture or quality, or else mark or 
announce the article as guaranteed. 

Though unrepresented Dec. 11 when 
the Board of Aldermen conducted a hear- 
ing on the new ordinance, jewelers will 
have a second opportunity to speak at 
another hearing soon, promised Alder- 
man Morton Moses. One of the nation’s 
leading auctioneers said privately that 
the city’s auction ordinance already cov- 
ers every exigency, but is only half- 
heartedly enforced. 


Ban December Jewelry Auctions 


The Milwaukee Common Council on 
Dec. 7, passed, at the instance of the 
Wisconsin Retail Jewelers’ Association, 
the Milwaukee Jewelers’ District Guild 
and other interested parties, one of the 
most restricting measures of its kind. 
This provides that all jewelry auctions 
must be licensed; must be conducted be- 
tween 8 a.m. and 6 p.m.; for not more 
than 30 days, Sundays and holidays ex- 
cepted, and not during December; must 
be held at existing place of business and 
where business has been operating for 
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period of at least one year. Person 
granted license must be in constant at- 
tendance and is responsible for any vio- 
lations. “Cappers,” “boosters” and “shill- 
ers” are outlawed. All merchandise 
must be numbered in an inventory which 
must be presented with the application 
for license, and no additions may be 
made to stock thereafter. The license, 
good for 30 days, costs $50, and is to be 
issued by the mayor only after he is sat- 
isfied no fraud or deception is contem- 
plated. 


South Bend Restricts Length of Sales 


Under pressure from seven local jewel- 
ers, the South Bend Common Council sus- 
pended rules at a recent meeting to speed 
passage of an ordinance curbing auctions 
by out-of-town firms. This measure al- 
lows only one auction a year; none on 
Sundays, holidays, or between Nov. 15 
and Dec. 31, and to run only ten suc- 
cessive days. The license fee is $100 
and fines for violations are from $25 to 
$100. The company must have been in 
business a year prior to the auction. 
Newark jewelers secured pledge of en- 
cement of existing ordinances which 
provide among other things, that an ap- 
plicant for license to conduct such a sale 
must post bond of $2,000 conditioned for 
the observance of the ordinance, and 
must record the name of the owner of 
the goods and for whose benefit they are 
being sold. Another ordinance permits 
none of these sales between 5 p.m. and 
8 a.m. 


c 


Atlanta Suspends Auction 


Authority for the receiver appointed 
by the court to liquidate at public auc- 
tion the jewelry assets of Harry May, 
retail jeweler at 106 Peachtree St., At- 
lanta, Ga., was withdrawn when the City 
of Atlanta intervened on the grounds 
that the receiver had failed to procure 
a license and that the court had been 
imposed upon in that May had brought 
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in recently a large stock of jewelry and 
the auction was being conducted prima- 
rily for the benefit of non-resident jewel- 
ers. It was shown that the auctioneer 
and two assistants were receiving more 
commissions, salaries and profits from 
the sale than the receiver. 

Air-tight legislation to control auctions 
has become effective in Massachusetts. 
The Boston Better Business Bureau terms 
it the best state auction law in the Union. 





Unfair Competition Complaint Against 
Friedman Silver Co., Inc., Buffalo, 
Dismissed 


WasuinctTon, D. C.—An order of dis- 
missal in the matter of the Friedman 
Silver Company, Inc., Brooklyn, N. Y., 


‘has been entered by the Federal Trade 


Commission. In a complaint the com- 
pany was charged with using unfair com- 
petition in connection with the sale of 
silver plated hollow ware. 

It was ordered that the allegations of 
the complaint with respect to the al- 
leged misleading use by the respondent 
of the letters “E.P.N.S.” to signify that 
the article so designated was electro- 
plated nickel silver, be dismissed because 
of the failure of proof. 

The Commission ordered that the case 
growing out of the alleged misleading 
use of the letters “W.M.M.” to signify 
that embossed decorations on an article 
consist of white metal, be closed without 
prejudice to the Commission’s right to 
reinstate and resume prosecution of the 
case should the facts warrant. 





Pendill Associated with Gorham 


Claudius G. Pendill of Newburyport, 
Mass., for many years vice-president in 
charge of sales and advertising of the 
Towle Mfg. Co., has opened his own office 
as merchandising counsel, advising in 
matters of sales, advertising, merchandis- 
ing and research. The Gorham Co. has 
retained his services. A graduate of the 
University of Michigan, before entering 
the silverware industry, Mr. Pendill 
worked with the Simmons Bed Co., the 
Hartmann Trunk Co. and the Curtis Pub- 
lishing Co. 
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Sixty Per Cent Increase in Diamond Values 


Seen ‘Only the Beginning’ of Destined Rise 





Backes & Strauss Advised of Further 
Advance in Price of Rough 


Lonpon.—Backes and Strauss, diamond 
merchants here, state they have now been 
advised of a further advance in the price 
of the rough for the early part of 1937, 
which fact, combined with the higher 
wage rates ruling in Antwerp, Amster- 
dam and Germany, the firm says, is act- 
ing as a strong incentive to world dia- 
mond buyers to increase stocks before 
prices reach the level prophesied by the 
holders of the raw. 

A good volume of business at the new 
price level is reported from the Con- 
tinental cutting centers. In addition to 
a demand for large size single stones, 
scarcer and dearer than ever, some quite 
important pieces of jewelry are being 
disposed of. 


Antwerp Resumes Diamond Display 


The $15,000,000 diamond exhibition 
held in Belgium from Dec. 19 to Jan. 3 
was the first official display of diamonds 
since the world trade slump made it 
necessary to cease diamond production 
and control distribution. All sections of 
the Belgian diamond cutting industry co- 
operated to make the exhibition outstand- 
ing, and the Diamond Trading Co., of 
this city, participated. 

For the past 18 months the revival in 
diamond sales has been going on and a 
conservative estimate of rough diamond 
sales for 1936 is from $35,000,000 to 
$40,000,000. During the slump years 
sales dropped to around $10,000,000 to 
$12,000,000. In 1929 the turnover in 
rough stones totaled more than $50,000,- 
000. 

Although diamond prices in general 
have improved by around 60 per cent in 
the past 12 months, it is believed that 
the rise is only just getting under way. 
There are a number of factors now oper- 
ating to make good stones much dearer. 
Practically all the stones worked by 
Antwerp emanate from this city and the 
Diamond Corporation has managed to 
control supplies so adroitly that stones of 
10 carats and more are now fetching 
bigger prices than they did even during 
the prosperity years. The sales of cut 
stones to American buyers during the 
first half of 1936 were 40 per cent in ad- 
vance of the figures for the first half 
of 1935. 


Public Exhibition of Gem Stones 


San Digco, Catir.—The San Diego 
Gem Society recently sponsored a free 
public exhibition of gem stones, crystals 
and minerals found in this county. 

Several important and valuable col- 
lections of gem stones were placed on 
exhibition for the first time at this show, 
and demonstrations were given in the 
art of gem stone-cutting, to show how a 
rough crystal of San Diego tourmaline 





is made into a sparkling gem of beauty 
by the skilled hands of the lapidary. 
The spectacular phenomenon of the 
fluorescence of minerals under invisible 
ultraviolet light was also demonstrated. 





Lambert Bros. Celebrate 60th Anni- 
versary; Give Trophy to Pittsburgh 
as Eastern Grid Champion 


While celebrating their 60th anni- 
versary, Lambert Bros., Jewelers, Inc., at 
Lexington Ave. and 60th St., New York, 
won national attention by presenting the 
August V. Lambert Memorial Trophy to 
the University of Pittsburgh football 
team as Eastern gridiron champions. 

The trophy, which will become the 
annual reward for intercollegiate foot- 





This trophy made headlines 


ball supremacy in the East, was given to 
Pittsburgh at a student assembly Dec. 9 
by Henry L. and Victor Lambert in mem- 
ory of their father, who was a sports 
enthusiast. 

Graduate Manager Ray Eckmann, of 
the University of Washington, declared 
that it was the winning of the August 
V. Lambert trophy by Pitt that finally 
influenced Washington to invite the 
Panthers to the Rose Bowl classic. Trus- 
tees of the award are Grover A. Whalen, 
James A. Farley, Kermit Roosevelt, Rev. 
Dr. Jonah B. Wise, Col. Johr Reed Kil- 
patrick and Daniel P. Higgins. 

Elaborate 60th anniversary plans have 
been formulated for January, including 
a display of gems, the value of which 
will run high into six figures. Cutting 
and polishing will be demonstrated. 

Notables of the aeronautical wor}d will 
be in the store during a week devoted 
to aviation, when many souvenirs, 
trophies and the like, relating to flying, 
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will be shown. Jack Dempsey, Gene 
Tunney, Lou Gehrig and other sports 
heroes are expected to attend duri 
Sports week when a number of cham. 
pionship belts and other trophies will be 
on display. During another week ancient 
and modern timepieces will furnish the 
attraction. 

On the morning of the anniversary 
Jan. 7, a reception will be tendered by 
the firm to old customers of the store 
some of whom made purchases there a 
half century ago. They will be greeted 
by Joseph Bernard “Bernie” Tucker, 
who recently celebrated his 50th year 
with the store. He, as a young man 
sold jewelry to Ada Rehan, Maggie 
Cline, James and Bonny Thornton of 
the entertainment world as well ag to 
many prominent personages of the bar, 
the church and the press. 





F.T.C. Orders Goodman to Desist 
From Misleading Advertising 

WASHINGTON, D. C.-—Daniel Goodman, 
trading as Goodman’s Watch Repair 
Factory and as Goodman’s Watch Factory 
Service, Montgomery, Ala., has made a 
stipulation with the Federal Trade Com- 
mission that in operating his watch repair 
business he will stop using the word “fac- 
tory” as part of his trade name or names, 
when in fact he does not manufacture the 
parts used by him in repairing watches. 

He also agrees to cease employing the 
words “factory” or “manufacturers” in 
advertising, implying thereby that he ac- 
tually owns and operates a factory in 
which the repair parts used by him are 
manufactured. Goodman agrees to dis- 
continue using the word “importers” in 
advertising with the effect of causing 
customers to believe that he obtains watch 
repair parts from a foreign country, and 
agrees to abandon, as descriptive of his 
business, use of the ‘phrase “the largest 
watch repair factory in the United 
States,” or any other similar representa- 
tion, when in fact that business cannot be 
accurately so described. 





Samuel C. Park, Jr., Heads Firm 


SatT Lake Ciry—Samuel C. Park, Jr., 
who for the last five years has been as- 
sociated with J. P. Morgan & Co. in New 
York City, has been elected president and 
managing director of Boyd Park, Inc, 
Jewelers, succeeding his brother, the late 
Boyd Park, who died in October. 

An alumnus of Harvard, Mr. Park per- 
formed post-graduate studies at Yale 
University. He is the son of the late 
Mayor Samuel C. Park and grandson of 
Boyd Park, who in 1862 established the 
business that bears his name. George L. 
Jensen continues as vice-president and 
general manager. 


Edward A. Chandler 


SPRINGFIELD, Mass.—Edward A. Chan- 
dler, 73, died in the Henry Heywood Me- 
morial Hospital, Gardner, Dec. 9, follow- 
ing an operation for appendicitis. He 
had operated a retail jewelry business for 
25 years, retiring in 1913. 


THE JEWELERS’ CIRCULAR-KEYSTONE 
for January, 1937 














® 
4 
g 
la 
7 
\§ 
is 
iif 


GRANAT ENGAGEMENT RINGS, WEDDING RINGS AND ENSEMBLES 


THE JEWELERS’ CIRCULAR-KEYSTONB 
for January, 1937 

















THE SPIRIT OF 1937 
IN BUSINESS 


is that of a Lusty Infant 
determined to GROW!!! 





Now, more than ever, with the 
good times before us, you want 
to grow. You want a refiner who 
will pay you fully and promptly, 
and leave you free for your own 


work. Send in today your old 
rings, watch cases, filled stuff, fil- 
ings, sweeps, scrap gold of all 


kinds. 


HOOVER & STRONG, Inc. 


Established 1912 


119 West Tupper St., 
Buffalo, N. Y. 


P.S. If you don't use Hoover's Easy 
Flowing solders—for all white, yel- 
low and green gold, platinum and 
silver work — it's because you 
haven't tried them yet. Ask your 
supply dealer for them, or write 
us direct. 


* 
For 1937 


resolve to use our solders and 
precious metals. A resolution 
you'll never break! 














| Membership of Committee to Enforce 


New York’s Second-Hand Watch 
Law Is Announced 


Approximately 2500 letters have been 
mailed by the Jewelers Enforcement Com- 
mittee to firms and individuals connected 
with the watch industry in the greater 
New York trading area, outlining the 
work of. the committee in the enforcement 
of the state second-hand watch law. 
Reports of irregularities are solicited. 
The office is located at 45 W. 34th St. 

Committee membership has been an- 
nounced as follows: Phineas Peters, chair- 
man; W. H. Fowlie, vice-chairman; 
Kenneth I. Van Cott, treasurer; William 
Wagner, executive secretary; John Hall, 
R. E. Williams, Harry Goldstein, Harry 
D. Henshel and Herbert Ollendorff, execu- 
tive committeemen, and William Aisen- 
stein, Howard S. Kennedy, Oscar M. 
Lazrus, Irving Bloch, Prentice Luckey, 
H. J. Cohen, J. Edward F. DeJonge, 
George Korsunsky, Freudenheim Bros., 
Inc., I. Geffen, H. Goldschmidt, Ben Gold- 
wyn, Roland Gsell, Charles Hoenninger, 
Harry Hogman, Walter Hollinger, Harry 
Krieger, Jacques LeRoy, Robert Lipton, 
Morris Guilden, Samuel I. Vulcan, Joseph 
C. Goodman, Paul Sacks, Norman Morris, 
Joseph Unger, Saul Parker, Harry Roth, 
Roxy Watch Co., C. M. Bradbury, Elver- 
son Rothschild, Samuel Strauss, Curtis 
Mick, Edward F. Wagner, Morris Wexler, 
Oscar Wilhelm, Samuel Woodrow, Jr., B. 
Mellenhoff, F. Semon, Morris Kline and 
I. Lemer, committeemen. 





Watch and Clock Manufacturing 
Shows Employment Index of 99.8 


Soaring to 99.8, the September em- 
ployment index for the watch, clock and 
time-recording manufacturing industry 
was only two-tenths of one per cent be- 
low the three-year average 1923-25, says 
the Bureau of Labor Statistics of the 
United States Department of Labor.. 

September statistics were the latest 
available when this issue went to press. 
The employment figure was 4 per cent. 
over August and 14.4 per cent over Sep- 
tember, 1935. Pay rolls stood at 93.2, 
9.6 better than August and 21.1 better 
than September, 1935, and gains were 
shown for average weekly earnings, 
hours and hourly earnings. 

Employment in the jewelry manufac- 
turing industry stood at 89.3, 12.1 ahead 
of August and 7.7 ahead of September, 
1935, with pay rolls at 75.5, 16.8 and 
10.6 respectively ahead of August, 1936, 
and September, 1935. 

The employment index in the silver- 
ware and plated ware industry during 
September was 68.8, 4 better than August 
but 1.4 below September, 1935. Pay rolls 
and earnings in both the jewelry and 
silverware trades showed increases. 





Prices of Silver Bars 


London New York 
Spot Official 
Se See en eee 21% 46 
SS er 21% 45% 
OS ae ee re 2145 45% 
ME? wks es eos0biad eee 21% 45 
9-654 tks es oeres 21% 45% 
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Extends Best W; ishes 
for a Prosperous New 


Year and a cordial 


invitation to visit their 


headquarters — 


The Diamond Dealers 
Club, Inc., is the only one 
of its kind in America 
affliated with European 
institutions of the same 
character. 


Our members, comprising 
Importers, Cutters and 
Dealers are in a position 
to supply your Diamond 
Requirements in all sizes 
and shapes at attractive 
prices - - - Avail yourself 
of the buying advantages 
our members are in a’ posi- 
tion to offer you. 


Only members of the Jew- 
elry and Diamond Indus- 
try are admitted to trade 
in our Club Rooms. Vis- 
itors must be prepared to 
furnish proper credentials. 


DIAMOND DEALERS 


CLUB, INCORPORATED 


93-99 NASSAU STREET 
NEW YORK N. Y. 


al 
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IF YOU CAN SELL 
AMERICAN 
AND 
SWISS WATCHES 


To first class retail- 
ers and department 
stores, we have open- 
ings available in ex- 
clusive territory in 
middle Atlantic 
states. Men with 
proven ability and 
clientele only need 
apply. Communicate 
all details concern- 
ing yourself in your 
letter as these open- 
ings are immediately 


available. 


LOUIS SICKLES 


American Watch Distributors 
1015 CHESTNUT STREET 
PHILADELPHIA, PA. 
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New Products 








More Light for Selling 


The Cleveland Lamp Co., 727 Pros- 
pect Ave., Cleveland, O., presents the 
first double Dia-Ray lamp on the market 
as a means of illuminating an entire 
showcase with the same amount of base 
space as a single lamp. The Dia-Ray 
lamp, through a faceted reflector, sends 
direct pencils of white light toward the 
displayed gem, bringing out the true 
radiance and brilliancy before the cus- 
tomers’ eyes. The company terms this 
lamp a perfect solution to the jeweler’s 
lighting problem. The Dia-Ray lamp can 
be adjusted to any desired position. It 
is finished in bank bronze and gold. 


Cigarette Case-Compact 


Walter Lampl, 20 W. 47th St., New 
York, has created a new compact featur- 
ing a patented loose powder compartment 
between twin cigarette cases. The pow- 
der is released in proper quantity into 
the puff recess by a snap of a small 
jeweled catch, which prevents spilling of 
the powder or clouding of the mirror. 
It comes in smart two-color cases for 
sports and town wear, in bright accent 
colors with semi-precious stone ornaments 
for afternoon, and with brilliant orna- 
ments for evening. 


‘Blue Moon of Siam’ 


“The Blue Moon of Siam,” an emerald 
cut, deep blue zircon of finest gem qual- 
ity and said to be absolutely flawless, 
weighing 105 carats, was imported into 
the United States last month by James 
A. Drilling Co., 87 Nassau St., New 
York. The stone is remarkable alike 
for its perfection and for its size. Al- 
though not claimed to be the largest gem 
zircon extant, it is several times as large 
as two which had been considered the 
largest until less than a year ago. 


Futura by Louis 


Embodying a new conception in watch 
design, “Futura,” by the Louis Watch 
Co., Inc., 580 Fifth Ave., New York, has 
a crystal clear top completely covering 
the top and sides of the 17 jewel Louis 
movement. The plastic composition is 
unbreakable, is impervious to heat, cold, 
light or water, and will always remain, 
it is claimed, as clear and transparent as 
rock crystal. The back and other metal 
parts of the watch are of 14 carat gold 
filled quality, as is the buckle on the 
strap. The new design includes both 
men’s and women’s models. 





Savitt in New Store 


Nearly 15,000 persons visited the new 
store of Savitt, Inc., 35 Asylum St., Hart- 
ford, Conn., the first two days after the 
opening. The firm advertised its 17th 
Christmas anniversary with a special, en- 
tire section in the Hartford Times for 
Dec. 9. Civic-minded, William Savitt, 
president of the company, has sponsored 
the Savitt Gems baseball team, operates 
the Bulkeley Stadium in Hartford and is 
also active in club affairs. 


111 


FISHER 


SPORT LINE 

















New Locket No. 

Key Charm 

to hold four B 739 
pictures. Key 


No. No. 
F 820 F 800 
Glove Shoe 








No. 
F701 
No. Basketball 
F 652 
Bowling 











Tue FisHer Line 


From now on, through the spring months, 
is open season for sports charms. You can 
capture this business if you show Fisher 
Sports Jewelry—the complete line covering 
all sports. Your wholesaler should be able 
to supply you. If not, write us giving his 
name. 


* 
EXTENSIVE LINES OF FINE 
ROSARIES 


COMPACTS 
NOVELTIES 


J. M. FISHER COMPANY 


to the Wholesaler for over Filly Years 


ATTLEBORO (Est.1879) MASSACHUSETTS 


uf f re | 





for ver Fifty Years 


Apert Sitch a 


Segoe nema arenas 











ENTRUST 


Your Pearls to Schicksnaps 


Whether They Be Simulated, 
Gultured or Oriental 


Diamond Clasps $2.25 to $110.00 Each 


HARRY C. SCHICK, Inc. 


Newark, N. J. 
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Bonuses Awarded to Thousands of 
Employes in Jewelry and 
Allied Industries 


WaLtTHAM, Mass.—The Waltham 
Watch Co. gave each of its 2500 employes 
a Christmas bonus of $25. 


Bonuses and Raises by Hamilton 

LANCASTER, PA.—The Hamilton Watch 
Co., closing an outstandingly successful 
year, awarded each of its 1700 employes 
a bonus of one week’s pay, and an- 
nounced a five per cent increase in hou ‘ly 
rates effective Jan. 1. In addition, the 
company paid the regular quarterly divi- 
dend of $1.50 on each share of preferred 
stock and a total of $16 per share on 
accumulated dividends, which pays in 
full the company’s obligations on pre- 
ferred stock. 


Northampton Cutlery Jumps Wages 


NortHoaMpton, Mass.—The Northamp 
ton Cutlery Co. announced a blanket 5 
per cent wage increase to its employes 
effective Jan. 1. A total of 130 workers 
come under the pay boost. In addition 
to the forthcoming pay raise, the em- 
ployes received a Christmas bonus. 


Gilbert Clock Ups Wages 
WINSTED, ConN.—Notices of wage in- 


creases for most of its 450 employes were 
posted at the plant of the William L. 
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| Famous Dining 
Rooms 


Renowned 
Entertainment 
| Library 
| Turkish Baths 
Travel and 


Steamship 
Services 


Children’s 
Playroom 




















PRESTIGE 


ym & 
5 } "You Can Reach Me at 
The Biltmore” 


. instantly stamps you as among the 
discriminating, travel-wise who instinc- 
tively seek the finest. | 


Unique in its perfect convenience, its | 
luxurious appointments and ceft, unfail- 
ing service, The Biltmore offers the utmost 
in comfort and enjoyment . . . yet rates 
are very moderate. 


Single rooms—from $5, Double rooms—from $7 


Monthly rates on application 


BILTMORE 


Adjoining Grand Central 


Madison Ave. at 43rd St., New York 


David B. Mulligan, President 





Suites from $12 


THE 
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Gilbert Clock Corp. Dec. 16. The in- 
creases, averaging from 5 to 10 Per cent 
will be subject to the approval of the 
Reconstruction Finance Corp., from which 
the corporation received a large loan 
several months ago. 


International Gives Bonus 

NortHaMpTon, MAss.—A Christmas bo- 
nus of one week’s pay, inauguration of a 
40-hour week and a five per cent increase 
in hourly and piece work wages, which 
will affect 125 employes in the Florence 
plant of the company, have been ap. 
nounced by the International Silver Co, 
‘The wage increase will be effective Jan, 
4, after which time and a half will be 
paid on all hour and piece work in excess 
of 40 hours a week. 


Kay Stores Increase Bonus 

SPRINGFIELD, MAss.—The Kay Jewelry 
Co., which has given bonuses each Christ- 
mas throughout the depression, gave 
larger bonuses this year, it was an- 
nounced by the local manager, O, J. 
Snadd. ‘The company has been accus- 
tomed to giving one per cent bonuses in 
its 17 stores. This year, the bonuses 
range from one per cent to four per cent, 
depending on the length of service and 
the present amount of pay. 


Gives Week’s Salary; 20 P. C. Increase 


RocHesterR, N. Y.—Gambler’s, 133 
Main St., gave its employes a full week's 
pay at Christmas in add.tion to a 20 per 
cent salary increase Jan. 1. “We are 
pleased to demonstrate our cooperation 
by more than ‘merely meeting’ President 
Roosevelt’s suggestion for increased 
wages,” says I. Gambler. 


Wallace Mfg. Co. Boosts Pay 


WALLINGFORD, CONN.—A pay increase 
of five per cent has been announced for 
hour and piece workers employed by R. 
Wallace & Sons Mfg. Co. Charles Gre- 
gory, sales promotion manager, said that 
the company will pay time and a half 
for all time over 40 hours a week, and 
that a bonus equal to a week’s pay has 
been given the hour and piece employes. 

In addition, an extra week’s pay went 
to all salaried employes of the company 
receiving up to $2,400 a year. 

The five per cent pay increase was 
effective Jan. 1. The bonus was pad 
Dec. 18. 


Iilinois Watch Case Co. Bonus 


Evcin, Itt.—L. A. Eppenstein, presi- 
dent of the Illinois Watch Case Co., an- 
nounces that in appreciation of the co- 
operative efforts of the employees the 
company paid a bonus to every employee 
in plant number one and plant number 
two, including branch offices and _ sales- 
men, on Dec. 19. The bonus payable to 
each employee is based on length of ser- 
vice, individual merit and ability. 


Bonuses, equivalent to a week’s salary, 
were awarded to the 175 regular em- 
ployes of Black, Starr & Frost-Gorham, 
Inc., 595 Fifth Ave., New York. 
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— 
Before 


Modernizing— 
What ? 





EARL WILSON 


A. sale of the high grade type, such as 
conducted by Wilson Sales System—a 
substantial sale that will move odd lots— 
clear out dead numbers—so that after 
the Modernization has been completed, 
you are in excellent position to meet the 
new era of Prosperity in a modern manner. 








Ilif 
You Want To 


. REMOVE 

. RE-ORGANIZE 

. REMODEL STORE 

. MODERNIZE STORE 

. CLOSE-OUT STOCK 

. INSTALL CREDIT SYSTEM 

. EXPAND TRADING RADIUS 
. LIQUIDATE SLOW MOVERS 
. JOIN BUYING GROUP 


SOOnN ON fF WHY 





Executive Offices 


WILSON SALES SYSTEM 
Il West Forty Second Street 
New York 
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G-Men Investigate $100,000 Robbery 
of New York Gem Salesman 
in Nashville, Tenn. 


NASHVILLE, TENN.—Local police and 
the Federal Bureau of Investigation are 
reported to be centering their investiga- 
tion of the reported snatching of a cata- 
logue bag containing approximately $100,- 
000 in jewelry in the Union railroad sta- 
tion here on Dec. 10 in the mid-western 
states. 

Police authorities here predicted that 
the two men suspected of grabbing the 
jewelry bag of Irving T. Slifkin, New 
York jewelry salesman, will attempt to 
dispose of the loot in the mid-west. A 
redcap porter who was given custody of 
the bag for a few moments is said to 
have walked away from it to do an er- 
rand. Two strange men seen lingering 
about the bag are believed to have been 
the thieves. ’ 


Store of Frank Wengler, Sharon Pa., is 
reported to have lost jewelry worth $1,000 
when its windows were smashed. 

H. B. Potthoff store, Latrobe, Pa., re- 
ported robbed of jewelry worth approxi- 
mately $2,000 by thieves who tossed a 
brick through display window. 

W. H. Oppold store, Sterling, Ill., re- 
ported robbed of approximately $1,000 in 
jewelry, taken from show window during 
the night. 


Calls on Fake “Customer” 


Perreault & Emond, 88 Front St., 
Worcester, Mass., was robbed of 16 
watches, valued at about $500, when 


Henry J. Perreault closed the store in 
order to take watches to show a “prospec- 
tive customer” in a nearby hotel. It was 
later learned the appointment, by tele- 
phone, was a fake. 

Michael F. Kelley, jeweler at 5520 Con- 
necticut Ave., N.W., Washington, D. C., 
reported to have lost jewelry worth $2,- 
600 to safe-crackers. Six diamond rings 
and 40 watches missing. 

Lamplila and Davis, repair shop, 383 
Main St., Fitchburg, Mass., was broken 
into and burglarized of about 40 watches, 
two diamond rings and several bracelets, 
for a loss of about $500. 


“Blue Star’ Gangsters Take Watches 


Hursey & Co., Ashville, N. C., robbed 
of ten watches, five of which were later 
recovered when three boys, 16 and 17 
years old, were arrested. Members of 
the “Blue Star Gangsters’ who used 
tattooed star as emblem, tossed brick 
through display window. 

C. E. Sperry jewelry store, 207 N. Main 
St., Piqua, Ohio, lost about $300 to thief 
who cut opening in display window to 
remove rings and watches. 

W. C. and George S. Smith store, Mer- 
rimack St., Haverhill, Mass., was robbed 
of jewelry during noon hour while at- 
tendant was at lunch. Loss reported be- 
tween $500 and $600, consisting of an as- 
sortment of rings. 

Burglars cut a hole from a produce 
store into the adjoining store of Adam 
Cairo, 43 S. 4th Ave., Mount Vernon, 
N. Y., and then ripped open a safe to 
escape with jewelry valued above $4,000. 
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Special Offer 
Old Gold in Trade 


10K—72'2 per Pennyweight 

14K—101/2 per Pennyweight 

18K—130'2 per Pennyweight 
Gold Filled in proportion 


The above special old , offer 
applies only as a trade in on the 
lamp illustrated. 





No. 418—Black and Gold 


$12.50 
DIA-RAY 

LAMP 

$10.50 


as illustrated. Shade diameter 9”, 
Height 24”, complete with diamond 
facet reflector, ratchet switch, G. E. | 
100 W. daylight bulb, 8 ft. Under- 
writers’ approved rubber cord and 
plug. Adjustable ball and socket 
joint. 
DIA-RAY Lamp, through an exclusive 
faceted reflector, directs pencils of 
white light toward the displayed | 
gem, bringing out radiance and 
brilliance before the customers’ 
eyes! 
See that every reflector is 
stamped with U. S. Patent 
Number. 
No. 419—Bronze and Gold. $15.00 
No. 420—Dble. Lamp Bronze 
and Gold ..... 


F. O. B. Cleveland 
First Come First Served! 


CLEVELAND 
LAMP CO. 


727 Prospect Avenue 
CLEVELAND — OHIO 


25.00 





























GOLD & SILVER CHARMS 


< 


DOUBLE LUCK MARRIAGE KNOWLEDSE 


WISDOM 


STRENGTH 


i 
™e a 


. 


FORTUNE 


SIMONS BROS. CO. 


269 South 9th St. Philadelphia 








We Purchase 
Used Sterling Silver 
Fair Price Paid 


4 


Ship your used 
Sterling Articles 
and we will wire 
estimate. 


wv 


No Lot Too Small 
Nor Too Large 


Check mailed same day as 
estimate is accepted 


GOLD RECOVERY 
& REFINING CORP. 


53 West 47th St., New York City 

















John F. Harman 


John Frelinghuysen Harman, known in 
New York City as the “dean” of the 
silver trade, died at his home, 505 W. 
8th St., Plainfield, N. J., on Nov. 25, 1936, 
in his 93rd year. At the time of his 
death he was a member of the board of 
directors of Handy & Harman, the inter- 
nationally known precious metal house 
established in 1867, but he had relin- 
quished his executive duties five years 
earlier on May 1, 1931, the anniversary 
of his 87th birthday. 

Upon his retirement the Board of Di- 
rectors of Handy & Harman adopted the 
following minute memorializing Mr. Har- 
man’s unique career: 


“The meeting of this Board today 
is of particular significance because 
of the fact that it marks the termina- 
tion of sixty-four years of active 
participation in the management of 
this business by its senior representa- 
tive, John F. Harman. 

“In 1867 Mr. Harman, then a youth 
of twenty-three, became associated 
with the organization which nineteen 
years later adopted his name under 
the partnership title of Handy & Har- 
man. Upon incorporation in 1905, 
Mr. Harman was elected Vice-Pres- 
ident, and has since held the offices 
of Vice-Chairman and Chairman of 
the Board of Directors. 

“Few men are granted the bodily 
and mental vigor to continue in busi- 
ness for such a span of years, and 
when those sixty-four years have 
been devoted to the interests of one 
concern alone, and crowned with 
success, it is indeed a remarkable 
career.” 


Mr. Harman was born on May 1, 1844, 
in the Shenandoah Valley, Virginia, 
graduated from Washington and Jeffer- 
son College in 1865, and thereupon came 
to New York City to take a position as 
clerk in the specie firm of his uncle, Jacob 
Stoll Cronise. Shortly thereafter he en- 
tered the employ of Peter Hayden, dealer 
in bullion, and the acquisition of this 
business by Parker Handy marked the 
commencement of Mr. Harman’s business 
association with three generations of the 
Handy family. Mr. Handy senior was 
succeeded by his son, the late Parker 
Douglas Handy, who was president of 
Handy and Harman from its incorpora- 
tion until 1927, at which time the third 
generation assumed the presidency of the 
company in the person of Cortlandt W. 
Handy. 

As a young man in New York City, Mr. 
Harman served as a deacon in the old 
Madison Square Presbyterian Church, 
and during his residence in Plainfield he 
belonged to the Crescent Avenue Church. 
His clubs were the Plainfield Country 
Club and the Down Town Association 
of New York. 

In 1874, Mr. Harman married Miss 
Amelia Gray of New York City and she 
lived to celebrate with him their golden 
wedding anniversary. Mr. Harman is 
survived by two sons, Bryant G. and W. 
Gray, and by two daughters, Elsie and 
Helen. 
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Hercules 
JEWELERS FINDINGS 

















The immense Hercules line of Jewel- 
ers Findings is available thru Job- 
bing Distributors. Ask for Hercules 
when ordering. 


eo Fe Ol =o on Jar. - am On OF 


Chicavo - Attleboro - New Yor} 














GUARANTEED 


RECONDITIONED WATCHES 
LIKE NEW 


KEYSTONE 

1OK. ROLLED 
GOLO PLATE 
VICTORY 





10/0 Elgin or Waltham 6/0 Elgin or Waltham 

7 jewel yellow. ..$8.50 7 jewel yellow. . $8.50 

15 jewel yellow. .$11.00 15 jewel yellow. $11.00 
Send for circular showing fine 
Railroad and other pocket 
watches and wrist watches simi- 
larly priced— 


WEKSLER & GOODMAN, Inc. 


Distributors of Keystone, Star, Belove, Master 
and |. D. Watch Cases 


5 SOUTH WABASH AVE., CHICAGO 
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NEW YORK: 


The new firm of Wenz-Crisp, manufac- 
turing jewelers, opened an office Dec. 1 
at 48 W. 48th St. 

The Bedford Watch Co., Inc., recently 
opened new offices at 116 Nassau St., for 
sales and service of its watch line. 

Bert Young, of Jules Franklin, Inc., 608 
Fifth Ave., sailed on Dec. 3 to visit the 
pearl and precious stone markets in 
France and England. 

Jack L. Keenan, of the Hamilton Watch 
Co., spent several days in the metropolis 
during the holidays, calling on some of 
his friends in the trade. 

Harry B. Kahn, 372 E. 138th St., The 
Bronx, has been appointed official watch 
inspector of the New York, New Haven 
and Hartford Railroad Co. 

The annual election of officers will be 
held by the Diamond Dealers Club of 
New York in the club rooms, 95 Nassau 
St, during the afternoon of Jan. 25. 

Julius Kroll, head of Kroll Co., im- 
porters of diamonds, 580 Fifth Ave., re- 
turned recently on the Normandie, from 
a diamond purchasing trip to Amsterdam 
and Antwerp. 

Louis Parker, of the Parker Watch Co., 
580 Fifth Ave., will sail aboard the 
Washington on Jan. 13 to spend two 
months visiting the watch factory in 
Switzerland. 

George Frey, trade representative at 
23 Maiden Lane, left Dec. 27 on his west- 
ern trip to present his spring line of 
merchandise. He will be gone for more 
than three weeks. 

Jewelry and trinkets to the value of 
more than $5,000 were reported stolen 
from the safe in the store of Adolph 
Brookman, 31-09 30th Ave., Astoria, N. Y. 
The robbery was discovered when the 
store was opened on Monday, Dec. 7. 


Murray Perkel, formerly vice-president 
of Abelson & Braun, Inc., Newark, N. J., 
has severed his connection with the above 
firm, and is going into the ring manufac- 
turing business under the firm name of 
Murray Perkel Co., at 10 W. 47th St. 


Life membership in the Masonic order 
was bestowed upon Isreal Efrus, im- 
‘porter of diamonds at 12-14 John St., at 
a recent dinner of Marshall Lodge, No. 
848, F. & A. M., given in his honor at 
the Masonic Club. 

Frank P. Somes, 15 Maiden Lane, left 
Dec. 14 to cover a territory comprising 
New York state, Philadelphia and Balti- 
more to present the Spring line of mer- 
chandise for the William C. Greene Co., 
Inc., Providence, R. I., manufacturers. 


L. W. Sparks, for the past 11 years in 
the Chicago office of the Wadsworth 
Watch Case Co., Inc., has been appointed 
Manager of the New York office at 20 
W. 47th St., succeeding Tony Peters, who 
was forced to resign because of ill health. 

Edward L. Stern, head of Tavannes of 
America, Inc., 608 Fifth Ave., returned 
home on Dec. 15 after visiting the fac- 
tory in Tavannes, Switzerland. He re- 
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ports an optimistic feeling in regards to 
1937 business prospects. 

Frederick H. Osterwald announces that 
he is the sole owner of Bunde & Oster- 
wald, having acquired the interest of the 
late Louis W. Bunde. Mr. Osterwald 
will continue the business under the firm 
name of Frederick H. Osterwald, 542 
Fifth Ave. 


Seidman & Cohan, Inc., manufacturers 
of platinum diamond jewelry, have leased 
an entire floor at 29 W. 47th St., which 
will be occupied Feb. 1. The new loca- 
tion affords 2000 square feet of floor 
space and attractive offices. The former 
location was at 62 W. 47th St. 


Schuman & Donchi, Inc., manufacturers 
of jewelry findings, are moving into a 
modern plant at 155 Summit St., Newark, 
which will double the factory space used 
at the old address, 81 Warren St., New- 
ark. The move was necessitated by an 
increased demand. 


Peter E. Malone, who for many years 
represented the former firm of D. F. 
Briggs & Co., Meriden, Conn., in New 
York, died Nov. 29, in his 79th year, at 
his home in Howard Beach, L. I. Mr. 
Malone was a charter member of the 
Jewelers Fraternal Association of New 
York. 

Clifford Prince, formerly with Medley 
& Langhans, Inc., and Harold F. Frank, 
who had been engaged in retailing in 
Brooklyn, have formed a partnership to 
be known as Prince & Frank, with of- 
fices at 9 Maiden Lane. They will 
handle silverware and a general jewelry 
line. 


J. R. Wood & Sons, Inc., of Brooklyn, 
diamond cutters and one of the largest 
manufacturers of wedding and engage- 
ment rings in the world, gave a Christ- 
mas party for 175 employees on Dec. 23 
at the firm’s plant. W. B. Morrison, ad- 
vertising manager, was in charge of ar- 
rangements and W. Waters Schwab, pres- 
ident, was the host of the evening. 

Jean R. Graef, Inc., 15 Maiden Lane, 
factory agent for Girard-Perregaux and 
Mimo watches, has been appointed agent 
for the United States of the Zenith watch, 
the new line of which will be presented 
in the near future. Harold W. Gibson 
has become associated with the firm and 
will take up his new duties in charge of 
sales Feb. 1. 


More than 350 persons attended the an- 
nual dinner of the Employes Association 
of the Benrus Watch Co., held Friday 
evening, Dec. 18, at La Petite Club. 
Among the guests were Oscar M. Lazrus, 
Benjamin Lazrus, S. Ralph Lazrus and 
other members of the sales and office 
staffs. Music, dancing and professional 
entertainment was enjoyed after the 
dinner. 


A portion of the gem collection be- 
queathed by Mrs. Emma Townsend Gary, 
widow of Judge Elbert H. Gary, to the 
Metropolitan Museum of Art, was recent- 


(Please turn to page 116) 
115 





EXPERT REPAIRS 


SILVERWARE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 








217 E. 38th 
CURRIER & ROBY 217,©. seth se. 





Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 


S. NATHAN & CO., Ine. 
71-73 Nassau Street, New York 


Orders for Jobbing Stones and Lapida 
Werk Carefully and Promptly Filled 





Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop same day recetved 
U. S. Watch Dial Mfg. Corp. $486 “pase= 











Manufacturer of Gold 
and Platinum Ring 
Mountings and VWed- 
ding Rings to Whole- 
salers 







LOUIS KOPPEL 


126 MAIDEN LANE 
NEW YORK, N. Y. 


DIAL REFINISHING 


WATCH AND CLOCK 


ue i HIGH GRADE EUROPEAN METHOD 
24 Heur Service 
Write for Price List 


ROYAL DIAL & REFINISHING CO. 
116 NASSAU ST. NEW YORK, N. Y. 


Mathey-T issot 
WATCHES 


HIGHEST GRADE SINCE 1886 


NORMAN M. MORRIS 


INCORPORATED 
608 FIFTH AVE. NEW YORK 


CHINESE GEMS CO. 
JADE INC. 
and other Semi- 
Precious Stones for 
Compacts, Bags, 
Picture Frames and Boxes. 
Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 


REPAIRING 



































and Engraving on Jewelry and 
Silverware of Every 


Solky Bros., Ine. 


142 Fulton St., New York 
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“LOHENGRIN” 


HAND-CARVED 
WEDDING RINGS 


Every day more _jewelers are handling 
these wedding rings exclusively. 


BLANCARD & co EST. 119 W. 23rd St. 


1876 NEWYORK 


Act CROWN TAGS 


CELLULOID — METAL — PARCHMENT 
Send for Catalog Illustrating 
Our New Improved Line 
18 Orawford St. Newark, N. J 


|)E{ PECE—— 


EIGHT DAY ALARM 
FOLDING LEATHER CLOCKS 
48 WEST 48TH ST. NEW YORK 























DIAMOND CLIP PINS 
INCOMPARABLE VALUES 


SOL SPRUNG 


10 W. 47th St.. New York 
BRYANT 9-2044 








TRI-PACT “PLATINGS” 


Used and endorsed by leading Manufac- 
turers. A trial will convince you of our 
superior workmanship. 


Gold, Chromium, Rhodium, Silver. 


TRI-PACT PLATING CO. 
20 Eldridge St. New York 











Watch and Jewelry Repair Tags 


“Patent Slot” with claim check and 
others; also Claim Check Job Envelopes 
—Improved Style—Priced very Tow. 
Special trade discount to jobbers 
Write for samples 


SUPREME TAG CO. 


3 


1107 Broadway, 
New York, N. Y. 








STOP WATCHES 
Low-Priced Line. 

7 Jewels—Popular Sellers. 
Fully Guaranteed. 
Write ~ bg ~ Catalogue 
en WATCH co. 
266 W. 40th St., New York 











SILVER REPAIRED 


equal to New 

PLATING in all 

its branches. 
Display Card _on Request 
KWATT . JWLY. ag 9 


PIERCE =e 


CUSTOM BUILT—FEATURED WITH NON- 
MAGNETIC HAIRSPRINGS 


= WATCHES 








After 


























New York Notes 
(From page 115) 


ly acquired by Harry Winston, 620 Fifth 
Ave., owner of the Jonker diamond. It 
was reported that Mr. Winston bought 
a “very substantial” part but the name 
of another buyer was undisclosed. One 
of the principal items in the Winston pur- 
chase was the Lady Dudley pearl, one of 
the largest in the world. 


Athos D. Leveridge, of the diamond 
importing and cutting firm of A. D. Leve- 
ridge, 607 Fifth Ave., returned on the 
Queen Mary from his work in Amster- 
dam and Antwerp. Mr. Leveridge also 
spent some time in Switzerland, where 
the improved millimeter gauge, originated 
by this firm, is being prepared for quan- 
tity manufacture. Don R. Leveridge 
remained in Amsterdam to represent the 
firm and to continue the study of the tech- 
nique of diamond production. 


Ben Teitelman and Bert L. Danziger, 
pres.dent and treasurer respectively of 
Henry Rufeisen, Inc., Newark, two of the 
original incorporators of that concern, 
have announced a change in name of the 
firm to Teitelman-Danziger, Inc. Officers 
and personnel will continue to serve in 
their present capacities, the factory will 
remain at Newark, Mr. Teitelman will 
retain his headquarters at the Chicago 
office, 31 N. State St., and the New York 
office will remain at 10 W. 47th St. 


Because of marked increase in busi- 
ness, the sales force of the Benrus Watch 
Co., 300 Hudson St., has been augmented 
by five new men, among them A. Witt- 
man and Albert Bookbinder. Mr. Witt- 
man will cover New York state and Con- 
necticut while Mr. Bookbinder will cover 
a portion of the metropolitan New York 
territory. The company reports its big- 
gest year by far, with the total volume 
of business more than double that done 
in 1935, which up to that time had broken 
all previous records. 

Approximately 700 employees, friends 
and members of the firm of the Busch 
Jewelry Co. attended the tenth anni- 
versary Thanksgiving Eve party, held at 
the Hotel Taft. Happy Lewis of Station 
WINS was master-of-ceremonies of the 
entertainment provided by WINS broad- 
casters. Chairmen of the affair were: 
J. C. Lighterman, advisory; Jack Rose, 
entertainment; William Van Busch, re- 
freshments; Samuel Samuels, publicity, 
and Harvey Dunn, master-of-ceremonies. 
Harold V. Busch was honorary chairman. 
William J. Kappel, Pittsburgh, founder, 
was a guest of honor. 

Spirited bidding marks the public auc- 
tion being conducted by James L. Hand 
and Charles J. Wilbur in the liquida- 
tion of the jewelry stock of George W. 
Welsh’s Sons, Broadway and Vesey Sts., 
which business is being dissolved after 
91 years of continuous operation by the 
same family. Edward D. Cronnelly, old- 
est employe, who came with the firm on 
Dec. 1, 1898, is taking an active part in 
the sale. Many names prominent in New 
York history appear on the store records, 
including those of former mayors, bro- 
kers, and such literary lights as Joseph 

(Please turn to page 117) 
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Bpecia 









lizing Traveling and Bo 


Also complete Leather Case Sem 
110 West 40th St. + New York 





LL 





en, 
Coat of Arms 


ENCRUSTERS 


BRAUNFELD & MEHLMAN 
108 FULTON STREET 











Drilling NEW YORK, N. Y. : Gem Cutting 
Diamonds 
and 


Diamond Mounted Jewelry 


WHITELAW BROTHERS 
Diamond Importers and Cutters 
48 West 48th St. New York City 








GOLD ALLOYS 


FOR ALL COLORS AND KARATS 

FOR PLATE, WIRE OR CAST 
GOLD SOLDER ALLOYS 
PECIAL ALLOYS FOR ENAMELING GOLDS 


Hl HERERICH IXTe 























R e FINISHED 
Highest Quality Work 
All Work Guaranteed 
SAME DAY SERVICE 


Reasonably Low Prices 


SWISS WATCH DIAL CO., Inc. 
87 Nassau St. New York 











Watch Crystals 
Stay Put with 
STICCA 


Order from your jobber or send 25¢ 
for full size bottle. 


TRIANGLE MFG. CO. 
740 Oakland Place Bronx, N. Y. 














SIGNS of DISTINCTION 


Raised, silver finish, metal letters; catalin let- 
i, on blue, black, other colors mirror plate 
glass. Estimates, sketches submitted. 
DOMINO," newest, dignified metal price 
marker; special for the Jewelry trade, size '/4”, 
%”, iy", “MOTTO SIGNS," embossed gold of 
silver on black onyx finish and blue transparent 
plaques. 


“EIXMOBIL'"'—Display Art—303 4th Ave., N.Y.C. 
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New York Notes 
(From page 116) 


Pulitzer, Charles A. Dana and James 
Gordon Bennett. 

Julius Herzfeld was elected, president 
of the Jewelers’ Four-Square Club at 
the annual election, held at a dinner 
meeting, Dec. 7, at the WEAF Restau- 
rant. Other officers named were: Harry 
Smolin, vice-president; Benjamin Dattle- 
baum, treasurer; Edward Lembeck, sec- 
retary; Irving Broeder, sergeant-at-arms, 
and Lloyd Lassner, chairman of social 
welfare. Moe Rooder, retiring president, 
was presented with an ivory, silver- 
trimmed gavel, in recognition of his ser- 
vice to the office and as social welfare 
chairman for the past nine years. The 
presentation was made in behalf of the 
club by Past Presidents Lassner and 
James Theis. An entertainment followed 





ENGRAVED SEAL STONES 
For Schools and Colleges 
The S. E. MORRO Co. 


“Doing one thing well’’ 
554 Vanderbilt Ave., Brooklyn, N. Y. 











JEWELERS’ BOXWOOD SAWDUST 


Double Screened Maple 
Hardwood Sawdust 
Fine — Medium — Coarse Sizes 


Free Samples, Quotations on Request 
BUY DIRECT FROM MANUFACTURER 
NATIONAL SAWDUST CO., INC. 

04 North 6th St. Brooklyn, N. Y. 








Special Values for 
January and February 






Fey A 
FINISHED BALANCE STAFFS _ for 
Swiss and imitation Elgin and Waltham 
watches. gross in stock, over 
different sizes and models. Also stems 
for Swiss watches. 





Per dozen of ONE size.......... 25¢ 

Staffs per gross of ONE size...... $2.50 

Stems per gross of ONE size...... 1.80 
50 gross BALANCE STAFFS of any size or 
model, any quantity of each............-+-0+. $100 
Assortments of Balance Staffs or Stems for 


either (A.S.) or BULOVA or GRUEN watches 
from Baguette to 10/2 ligne. Each assortment 
ay 12 different models. Per assortment 


en 
The same assortments in 6 dozen...........- 1.75 
Balance Staffs for Swiss watches, 24 separate 
models, from 2!/2 ligne Baguette to 13 ligne 
or only Baguette from 2!/2 to 4% ligne. Per 
assortment of 6 dozen 
CABINET of 144 dozen balance staffs for Swiss 
and imitation American watches, each size or 
m nh separate celluloid hottie, 
Biting app 
MENTS, per assortment .............0s2+05 


200 OTFFERENT MOVE 
n $36.00 
All assortments are boxed in attractive cabinets, 


$a 





roximately 
per assortment 
each size and model partitioned and containing 
celluloid rust-proof bottles. 
L HOLE JEWELS for American 
high grade quality, per dozen....... 75 





from 4/2 to 102 ligne per gross..... 1.50 
i Uh U0 CUR... nacnuceseéececetecnes 1.25 
Also in stock Pallet Jewels, Roller Jewels, and 


Cap Jewels. 

HANDS, steel blue, fine finished for Swiss 
bracelet watches from 5 to 534 ligne or from 

6 to 6% ligne. Per dozen pairs on a card.... .35 
The same in Minute hands only. 2 dozen on a 


RAG LGCOSEEMNOLIGE ODES KahEGheTEubenEe¢ 40 
A specially priced assortment of popular sizes 
in CROWNS, white, yellow, and chromium 
finished, from Baguette to 10'/ ligne. A hox 
rrp i eae 1,25 
Also all kinds of CYLINDERS from Baguette 
to Freneh elocks. 
Shipped C. O. D. or against payment 


in advance. Postage charged for 
orders less than $25. 


37 MAIDEN LANE, New York, N. Y. 











(Established since 1916) 
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the meeting which was attended by about 
60 members. | 


An expenditure of $8,000 for purchase 
of ground in Beth Israel Cemetery, El- 
mont, L. I., which will make available 
378 graves, was voted at a meeting of 
the New York Jewelers Benevolent As- 
sociation Dec. 1. Two other cemeteries 
are owned in Brooklyn and Long Island. 
First nomination of officers were made 
as follows: Louis Cutler, president; 
Louis Friedlander and Adolph Pusrin, 
vice-president; David Massover, trea- 
surer; Arthur Bergman, recording sec- 
retary; Harry Lewis, financial secretary; 
Barnett Deskin and Max Wolf, sergeants- 
at-arms; Sigmund Edelberg, Abe Rolnick, 
A. D. Weinberg, Max Cutler, Rudolph 
Belivan and Max Wolf, trustees; Adolph 
Pusrin and Morris Sherry, chairmen of 
entertainment; Joseph Goldman, mem- 
bership chairman; Louis Friedlander, by- 
laws chairman; Hyman Dubrowin, Man- 
hattan and Bronx sick and _ distress 
chairman, and Max Pruzansky, Brook- 
lyn and Queens sick and distress chair- 
man. The election will be held Jan. 19. 


Formation of a committee which will 
attempt to reach a quota of $5,000 as the 
contribution of jewelry trade employees 
in the 1936 fund-raising drive of the 
Federation for the support of Jewish 


Philanthropic Societies of New York City | 


was announced by Milton Weill, of the 
Arrow Mfg. Co., chairman of the Jewelry 
division, following a meeting Dec. 3 at 
the Hotel Commodore. Members of the 
committee are: Kenneth Arkin, Katz & 
Ogush, Inc.; Samuel Bamberger, Heller 
Deltah Co., Inc.; Evon F. Bandler, Ed- 
mond E. Frisch; Irving Block, Savoy 
Watch Co., Inc.; A. Diringer, Jacques 
Kreisler Sales Corp.; Jack Diamond, 
Aisenstein-Woronock & Sons, Inc.; Jos- 
eph Flyer, M. Flyer & Son; Ruth Fruit- 
kin, L. Adels Co.; Byrdie Geiger, Simon 
Mason; Harry Goldstein, Gruen Watch 
Co., Inc.; Ruth Golin, Goldmuntz Bros. 
& Co., Inc.; Emma Gordon, Max Fine 
& Sons, Inc.; Henry Harrison, J. & L. 
Hartzberg; Leo Jacobson, England, 
Klein & Levy, Inc.; Ruth Jaffe, Lazare 
Kaplan & Son, Inc.; E. Kadushin, Acme 
Watch Case Co.; Herbert Klein, Haines 
& Klein, Inc.; M. Landowne, Arnstein 
Bros. & Co.; Sylvia Landsman, Bulova 
Watch Co., Inc.; Bessie Lang, S. Nathan 
& Co., Inc.; Jeanette Lenson, Metro-Sacks 
Co.; Benjamin L. Levinson, B. F. Hirsch, 
Inc.; Miss M. Moltzer, M. Hoffman & 
Sons; William Ober, A. Jaffe & Son, 
Inc.; Morton Ollendorf, Ollendorf Watch 
Co., Inc.; Miss B. Oringer, Charles Bar- 
nett Co.; Sidney Pomerantz, Farber 
Bros.; Robert Ratner, Wolfsheim & 
Sachs, Inc.; Samuel Samuel, Tavannes 
of America, Inc.; Martin Schrantz, Adel- 
son & Segall; Sol Schreiber, M. J. Lam- 
pert & Sons, Inc.; Miss B. Schrier, 
Charles Barnett Co.; Leonard Shapiro, 
Finlay-Straus, Inc., Jewelry Co.; S. Stein- 
berg, A. Cohen & Son Corp,; Dick Tet- 
enbaum, J. J. Schmukler & Son; Joe 
Uram, Levy & Goldfisher; Fred Vogel, 
Henry H. Harteveldt Co.; Jacob Whit- 
kin, Metro-Sachs; Dave Weilberg, Bris- 
tol Seamless Ring Co., and Miss Wiener, 
Savoy Watch Co., Inc. 
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Send us your Old Stock of Unsalable Watches 





We will Rebuild them . . . Repair them and fit 
them into Modern. Latest Design Cases. Natural 
Gold Color, Stainless Steel or Chrome with at- 
tractive Dials to match. as Low as $2.25 Complete. 
35 Years in the Trade 
1. KUNNEL 


2 WEST 47th STREET NEW YORK 








GOLD 
and 


SILVER 
PLATING 


Silverware Repaired 
Equal to NEW 


Removing of Engravings 


WM. HERTEL &CO., Inc. 
Silversmiths & Platers 


17 W. 45th St. 
New York City 


“18 years at the same 
address” 





(Before) 
(After) 











We Thank You 
for the biggest aad since 1929 
an 


Wish You 
A Happy and Prosperous 1937 


es Cato 


65 Nassau Street, New Yorn 








WANTED 
Experienced jewelry man capable of 
installing dignified credit system in “bet- 
ter” type jewelry stores. 
Advertising and publicity knowledge 
an asset but not absolutely n % 
Give full particulars, address “G., 
5123,” care Jewelers’ Circular-Key- 
stone. 








Perfect Pearl Stringing 
Specializing in repairing, weaving, 
twisting, knotting. Pearls and beads 
to match. 


LOUIS MAISNER 
48 West 48th St. New York, N. Y. 
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Federal Bureau of -Investigation 
Has Identification System 
For Stolen Jewels 


A plan to provide a central system for 
the identification of stolen property, which 
will undoubtedly have far-reaching effects 
in the jewelry trade, was recently an- 
nounced by the Federal Bureau of Investi- 
gation. The system, modeled after the 
fingerprinting service, is already in use to 
a limited degree. 

Jewelry records will probably constitute 
a major part of the file, and will be avail- 
able to any law enforcement agency. The 
records will be submitted by police or 
owners upon the theft of any property. 
Details of every nature which may be 
applied to an individual piece will be 
recorded. Photographs of missing ob- 
jects are especially desired. 

Rhea Whitley, agent in charge of the 
New York office of F.B.I., ventures the 
opinion that the system will eventually re- 
sult in decreased insurance premiums as 
recovery from losses increase, as may be 
expected. The files, begun in January, 
1936, are growing rapidly. 

With the new plan in operation, it will 
no longer be necessary for police depart- 
ments to spend considerable money in cir- 
cularizing every city in the country in the 
event of a big robbery. Instead a descrip- 
tion of the missing property will be trans- 
mitted to the F.B.I. agency in Washington 
and kept on file until another police de- 
partment, trying to identify jewelry which 
unmistakably was stolen, makes an in- 
quiry. 

Records of stolen jewels will be ac- 
cepted for filing regardless of their value. 
Stolen property valued at $5000 or more 
and transported across state lines will be 
the interest of the F.B.I., which was 
granted authority to act in such cases by 
the stolen property act of 1934. Other re- 
ports of less consequence will be filed for 
the benefit of state and local authorities. 





Van Cott Heads Jewelers’ Committee 
In World’s Fair Bond Sale 


On Dec. 10 the New York World’s 
Fair Bond Sales Committee announced 
that Kenneth I. Van Cott, general mana- 
ger of Marcus & Co., 671 Fifth Ave., New 
York, would head a volunteer group of 
leaders of the jewelry industry in the 
distribution of debenture bonds to finance 
construction of the World’s Fair of 1939. 

The same day Mr. Van Cott under- 
went an appendectomy at Tarrytown 
Hospital. He regretted being away from 
business during the holiday trade, but his 
associates at Marcus & Co. declared that 
the rest, enforced by his recuperation, 
was much needed and would do him a 
great deal of benefit. Mr. Van Cott left 
the hospital in time to spend Christmas at 
home. 

The announcement of Mr. Van Cott’s 
acceptance of the jewelry chairmanship 
was made by Richard Whitney, chair- 
man of the New York World’s Fair Bond 
Sales Committee. Mr. Van Cott’s com- 
mittee will be one of 70 similar volun- 
teer groups representing trade and in- 
dustry that are now working with the 








World’s Fair Bond Sales Committee. The 
Fair opens Apr. 30, 1939, the 150th an- 

* niversary of the inauguration of George 
Washington as President. 





Diamonds Imported Into U. S. During 
October Valued at $2,718,554 


WasHInctTon, D. C.—Total diamond 
imports for jewelry purposes for the 
month of October amounted to $2,718,554, 
says the Department of Commerce. Al- 
though considerably under September, it 
was slightly above the figures of July and 
August. 

Cut stones had a valuation of $2,079,- 
699, while rough were valued at $638,- 
855. The imports from Belgium and 
The Netherlands were $1,694,367 and 
$639,825, respectively. 

Pearl and other stone imports were: 
Pearls, $64,339; other precious and semi- 
precious stones, rough, $14,008; other 
precious stones, cut, $186,978; imitation, 
precious or semi-precious stones $221,100; 
imitation opaque precious or semi-pre- 
cious stones and imitation pearls, $3,467, 
and beads, $57,099. 





New York Horologists Ask Papers to 
Refuse Misleading Repair Ads 


The Horological Society of New York, 
meeting Dec. 1 at 150 W. 85th St., 
adopted a resolution condemning the ad- 
vertisement of watch repair prices 
“which are unfair and misleading to the 
public and are no true indication of the 
repairs to be made” and requested news- 
papers to refuse to accept advertisements 
naming watch repair prices. “Such ad- 
vertising,” the resolution said, ‘“discrimi- 
nates against the society’s standard of 
attainment in the art and science of 
watchmaking . . . to the prejudice of 
the profession.” Maj.‘ Paul Chamber- 
lain spoke on “50 Steps in the Develop- 
ment of the Escapement.” After the 
lecture, the members saw a motion pic- 
ture of their fishing trip of last summer 
and of their outing at Sauter’s Wald- 
schloss. 

Subsequent to receiving a copy of the 
resolution, the New York Times replied 
that it would not intentionally publish 
any advertising matter which does not 
conform with the policy recommended. 
It will also be brought to the attention of 
the New York Association of Classified 
Advertising Managers. 





James W. Clark 


Cuicaco—The sudden death of James 
W. Clark, president of the A. C. Becken 
Co., Inc., on Dec. 14, came as a shock to 
the entire trade. Apparently in the best 
of health, he was at his office on the 12th 
as active as any time in his life. He com- 
plained of an ear affection and had a 
slight operation. He was taken to a hos- 
pital on Monday morning, soon lost con- 
sciousness and died in the afternoon. 
Funeral services were conducted on Dec. 
16 and remains placed in a vault, later 
to be removed for burial at Haddam, 
Conn., where he was born 69 years ago. 

Mr. Clark has been associated with 
the wholesale jewelry business in Chi- 
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cago continuously since he came here j 
1882. His first association was when . 
purchased the business of F, f. Macs 
Co. Later he was identified with pc 
concerns and in 1932 he purchased th 
business of A. C. Becken & Co, wid 
which only a short time before had been 
merged that of Otto Young & Co, and 
C. H. Knights-Thearle Co. 





‘Robbed’ by Jewelry 
Fences, Safe-Crackers 
Lose Interest in Gems 











When complete figures are available, 
1936 probably will prove about average 
among recent years for the number of 
attacks upon jewelers and for losses, al. 
though both attacks and losses are far 
below the experience of 1921-1930. 

Reporting on the first 11 months of 
1936, James H. Noyes, secretary of the 
Jewelers’ Security Alliance, disclosed 424 
attacks and $853,256 in losses, broken 
down as follows: Safes, 15 for $111; 
733; stores 45 for $107,916; windows, 
143 for $78,615; sneaks, 78 for $122,166; 
hold-up and assault, 43 for $432,826. 

In comparison with 1935, these figures 
show increased losses through store- 
breakers, window-smashers and _ sneak 
thieves, offset by decreases in losses 
through safe-cracking, hold-up and as- 
sault. In 1935, 376 thefts of all kinds 
were recorded for a total of $863,752. 

“During the past four or five years the 
attacks of gun men have been reduced, 
largely, I think, because they had diff- 
culty in disposing of jewelry and got 
only a part of its value from fences,” 
said Mr. Noyes. “Therefore, they have 
turned their attention to robbing banks, 
pay rolls and brokers’ messengers, where 
they get real money and full value for 
what they secure.” 

The Security Alliance lists attacks and 
losses for other years as follows: 


1921.. 973 $840,575 1928.. 711 $1,579,936 
1922.. 777 1,473,700 1929.. 658 1,253,574 
1923.. 860 1,975,000 1930.. 782 2,373,916 
1924..1000 3,383,400 1931.. 540 2,283,982 
1925.. 871 3,148,758 1932.. 453 1,487,244 
1926.. 777 1,639,090 1933.. 389 644,804 
1927.. 638 2,322,973 1934.. 396 935,012 





Honored by King of Belgium 


High honors of the Kingdom of Belgium 
were conferred on Simon Genn, of the 
firm S. Genn, Inc., 630 Fifth Ave., New 
York, when the title of “Chevalier de 
Ordre de la Couronne” was bestowed 
upon him. 

The cross of the order and the certifi- 
cate of the title signed by H. M. King 
Leopold III were received by Mr. Genn 
late in November on his most recent trip 
home. 





Veteran Jeweler Moves 


AKRON, On10-—Ralph Hogan, proprietor 
of Hogan’s, in celebration of the 50th an- 
niversary as a jeweler, has moved his 
business to 64 S. Main St. from 144 S. 
Howard St., where it had been located 
for the past 34 years. 
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ELGIN & CYMA 
—— WATCHES —— 


LOUIS SICKLES 
1015 Chestnut St., Philadelphia, Pa. 
“Wholesale Distributors to the Trade” 





a 


[ ss ORDER YQUR 
TELECHRON and REVERE 
Electric Clocks 
SETH THOMAS CLOCKS 
WESTCLOX PRODUCTS 


MT. VERNON—Amer. Watches 
Repair Dept. Supplies 
From authorized Distributors 
JOS. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 
(Satisfactory service for 42 years) 


ZIRNKILTON 











CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 
F.X. ZIRNKILTON #itacetent 


PHILADELPHIA 








MOUNTINGS 
OF RECOGNIZED MERIT 


FuLMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








BOWMAN 
Technical School 


Courses for Success for 
Watchmakers 
* Engravers, Jewelers 
book ‘“‘Your Future and Our School.” 


free 
JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 














BYARD F. BROGAN 


Manulacturer of Distinctive Diamond 


Mountings and Wedding Rings 


805 Sansom Street Philadelphia 











COOPER 


BROS., INC 
MANUFACTURING JEWELERS 


SPECIAL ORDER ‘WORK—REPAIRING 
711 SANSOM ST. PHILADELPHIA 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS 
[> JEWELERS AND ENGRAVERS 


rae Broad and Somerset Streets 


N62 PHILADELPHIA, PA. 
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Dan W. Douglass, traveling represen- 
tative of Fulmer & Gibbons, Inc., 117 S. 
10th St., and Simons Bros. Co., Inc., 269 
S. 9th St., will leave Jan. 15 on an ex- 
tended trip to the South and West. 


David J. Sickles, manager of the 
Youngstown, O., office of Louis Sickles, 
1015 Chestnut St., spent the holidays at 
the home office. Louis Sickles, Jr., who 
covers the Southern territory, was also 
in Philadelphia for the holidays. 


L. L. Dudevoir, representing Byard 
F. Brogan, 805 Sansom St., will leave on 
Jan. 15 for a trip through Pennsylvania 
and Ohio. William P. Pierpont, of the 
firm, will leave about the same date to 
make a trip through New England and 
New York. 





A.N.R.J.A. Launches Member Cam- 
paign All Over Nation This Month; 
Sell Much Exhibit Space 


The American National Retail Jewelers 
Association will launch a membership 
campaign in every state Jan. 1, Charles T 
Evans, secretary, announced last week. 
Improved business conditions, Mr. Evans 
said, have resulted in a “decided revival 
of interest in membership this fall, and 
results already achieved justify the pre- 
diction that when we meet in our 1937 
convention our membership and number 
of delegates will be far greater than at 
any convention in recent years.” 

New York State jewelers are well or- 
ganized, but Mr. Evans and E. M. Bar- 
ringer, state association president, made 
40 calls in the environs of Albany, N. Y., 
in early November. Many of the jewelers 
were already members; of the others, 10 
took out memberships immediately. A 
few days later the national secretary, ac- 
companied by L. M. Campbell of Canan- 
daigua, chairman of the state and 
A.N.R.J.A. membership committees, called 
on 40 jewelers in Syracuse, Rochester and 
Buffalo, found many members, and en- 
rolled 11. 


Exhibit Space at Premium 


More than 90 booths for the 1937 
A.N.R.J.A. national convention and trade 
show, at the Waldorf-Astoria Hotel next 
August, already have been sold to firms 
that exhibited at the 1936 gathering. In 
order that additional facilities may be 
provided, the association has chartered 
the mezzanine floor of the ball room, as 
well as the ball room itself, the east and 
west foyers and the Astor gallery. It is 
expected that all available exhibit space 
will be sold early this year. 





Ben M. Epstein 


Ben M. Epstein, who had been asso- 
ciated with the Gothic Jar Proof Watch 
Corp., 21 W. 46th St., since 1929, died 
of heart attack Dec. 20 at Atlanta, Ga. 
His home was 166 2nd Ave., New York. 
His widow and a daughter survive. Mr. 
Epstein was widely known throughout 
the Southern states, where he traveled 
extensively. 
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Harry Morse 


Funeral services were held Dec. 13 at 
the Campbell Funeral Parlors, New York, 
for Harry Morse, 63, who was associated 
with his brother, Ben, in the diamond im- 
porting business of Morse Bros., Inc., 22 
W. 48th St., and who died Dec. 10 after 
a lingering illness. Burial was at Mt. 
Judah Cemetery. 

A native of Hungary, Mr. Morse came 
to America with his parents when he was 
seven. Starting as a diamond setter, he 
was active in the diamond trade for more 
than 40 years and was a member of sev- 
eral .trade associations. His widow, 
Mrs. Anna Morse, and a daughter, 
Selma, of 3 Bolton Gardens, Bronxville, 
survive. 


Platinum Holds at $48 


Platinum had been holding steadily at 
the price of $48 per ounce for about two 
months on Dec. 22. The quotations for 
that day follow: 





GOGO: ccccatarcctastesduaeswenaa $48 
Containing 5% iridium ........ 52 
Containing 10% iridium ....... 56 
TRE. ncxen Fade cqudeccaodeounes 125 
FORE sai.vciatacnqeddntiahe< 25 





SPECIAL ORDER WORK IN 


PLATINUM AND GOLD 
HIEGL & HLAVATSCH 


Mfg. Jewelers 
720 SANSOM ST. PHILADELPHIA, PA. 
Repairing. Satisfactory Service for Over 20 Years 








SILVERLING 


A liquid silver Polish that is harmless te 
ds, health or Silverware. No wash- 

ing necessary before or i using. 

8 ounce Bottles, Price $3.00 

Prepaid. Retail, 50 cents pl wa A free 

sample will tell its own story. Address 


SILVERLING 
1215 East Republic Street, Peoria, Illinois 








WESTCLOX (BigBen, Etc.) 


Complete Stock On Hand 











DINIES 


STERLING 








OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awaiting your OK. 


Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 





EMPIRE SMELTING & REFINING CO. 
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WHERE TO BUY 


aUTTLe 


set 
Siuver 
CO.INC. 


oe 
fi ~~ m oo 
BOSTON, MASS. 


Siztvte® 












SHLUER 
POLISH 


o <> 
“LVERSWY\S> 


A wpenor polish — bocked 


by over a cantury of expen. 
ence in the manufacture of 
fine silverware. For use ond 
resole—borrels to 3 02. jars. 


REED RBARTON Taunton Mass. 























BUB-L-LOK 


WORKS AUTOMATICALLY 









CO, hats” 


WELLS Hi 








Massachusetts School of Optometry 


INCORPORATED 


Standard Three-Year Day Course 


Post Graduate and Special Courses 
Arranged 
For further information address: 
1114-1118 BOYLSTON STREET 
Boston, Massachusetts 





AY BW Ce 


SILVER 


CO.IPANY 


* F AND 








/ Send for Catalog 
Sterling Silverware and 
and Novelties Latest Price List 


G.H. FRENCH & COMPANY 








MIRPO SILVER POLISH DE LUXE 


Amertes’s Gest. Non-poisonous. Non-inflammabie. 
Easity applied; easily remeved. 
@réer thru your jebber or direst. 
Write fer tree sample. 


MIRPO PRODUCTS MFG, CO, 


LaPORTE, INDIANA 











PROVIDENCE: 


Quinn’s, Inc., formerly at Weybosset 
and Union Sts., is now at 239 Weybos- 
set St. 

The Strathmore Co., for several years 
at 230 Eddy St., Providence, has removed 
to 31 Commercial St., Edgewood, R. I. 

Art Hadley, president-treasurer of The 


Hadley Co., Inc, has the sympathy of 
the trade in the death of his mother on 
Nov. 29, aged 81 years. 

The Rogers Jewelry Co., Inc., has 
erected new metal marquees at the en- 
trances of its store at Westminster and 
Union streets, costing more than $1,500. 


Royal J. Gregg, secretary of the Ostby 
& Barton Co., Inc., was elected Worship- 
ful Master of Orpheus Lodge No. 36 of 
Masons at the annual meeting held the 
past month, 


Daniel C. Lorden, 33 years old, for 
severa) years New York representative 


of the Mason Box Co., died at the home 
of his parents in North Attleboro on 
Dec. 7. 

Sympathy to Clarence J. Roehr is ex- 
tended by the trade in the death of his 
mother, on Dec. 8. She was the widow 


of Ludwig ). Roebs, manufacturing 
jeweler. 


Wallace D. Kenyon, of the Webster 
Co., Attleboro, and family spent the 
Christmas and New Year’s holidays at 


their hunting lodge, “The Covert,” in 
Crest Hills, Va. 


A threatening fre in the building oc- 
cupied by the White Mfg. Co., Inc., and 
Swift & Fisher at North Attleboro, a few 
days ago was quickly extinguished by 
the fire department with comparatively 
little loss. 


Henry E, Smith, for several years 


financially interested in the United Wire 
& Supply Co., of this city, died Nov. 27 


at his home in the Edgewood section 
after an illness of four months. He was 
in his 87th year. 


Edward N. Cook, president-treasurer 
of the Edward N. Cook Plate Co., Inc., 


of this city, who has been going to Maine 


on hunting and fishing trips for the past 
42 years, has received a complimentary 


hunting and fishing license from Gov. 
Louis M. Brann of the Pine Tree State. 


William Whytock, former treasurer of 


the Roland & Whytock Co., Inc., has dis- 


posed of his interest therein and has 


formed a corporation under the name 
of William Whytock Co., for the manu- 
facture of jewelry findings and screw 
machine products at 67 Friendship St. 


J}. Thompson Rhodes, head of Glines 
& Rhodes, died at his home in North 


Attleboro, the past month in his $7th 


year. He was a son of the late Charles 
L. Rhodes, whom he succeeded in the 
refining business. His death followed 
a short illness of pneumonia. 


Tilden-Thurber Corp. furnished the 
trophies and prizes for the first annual 


tournament of the Rhode Island Drum 


and Bugle Corps Association, Dec. 5, at 
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the State Armory. There were 30 silve, 
cups of various sizes and designs, 39 
medals and badges, a gold mounted 
baton and others. 

Thieves broke into the office of the 
Jewelers and Silversmiths Co-operative 
Refining Co., at North Attleboro, over 


the week-end of Dec, 5, smashed open g 


safe and stole two ounces of gold and $7 
in cash. They just missed making a good 
haul as the company had made a large 
shipment of gold on Dec. 5. 

A manufacturer of knife, comb and file 
sets, and personal accessories for men, 


suggests what jewelers have an exce)jepy 


opportunity to secure extra business sup- 
plying banquet favors during the month 
of February. Products of the jewelry 


trade are appropriate banquet favors at 
all times and this suggestion can well be 
kept in mind. 


The State and loca) police were called 


upon early this month by the police 
authorities of Taunton, Mass., to be on 
the watch for some stolen jewelry from 
that city. According to the report, Mil- 
ton E. Hackett, retail jewelry at 40 Main 
St., Taunton, notified the police there 


that while he was away from his estab- 


lishment at noontime it was entered and 
18 watches valued at $50 each; two dia- 
mond rings of $50 each and four women’s 
rings valued at $15 each were stolen. 
Among the indictments found by. the 
December grand jury were two against 


two youths for breaking and entering 


‘ 
offices of concerns connected with the 
manufacturing jewelry industry. Both 
pleaded not guilty and were held for 
trial. Since early in October more than 
a score of businesses in this city and 


across the river in East Providence, in- 


cluding eight connected with the manu- 


facturing jewelry industry have been 
broken into in the night-time and up- 
wards of a dozen safes smashed. The 
amount of loot secured, however, was 
comparatively small, with the exception 
of the plant of A. Holt & Co., Inc., at 
227 Eddy St., where more than $1,000 


worth of bar silver, silver hlings and 


gold wire was stolen. 

A meeting of the New England Manu- 
facturing Jewelers’ & Silversmiths’ As- 
sociation was held Dec. 3 in the Provi- 
dence-Biltmore Hotel, at which Sturges 
Rice, president of the association, and 


head of Whiting & Davis Co, lnc, of 


Plainville, Mass., presided and _ intro- 
duced the speaker, James V. Toner, a 
past president of the association, and 
head of the Saart Bros. Co., Inc., Attle- 
boro. The meeting was largely devoted 
to a discussion of the effect of the Na- 


tional Soctal Security Act upon the mal 


facturing jewelry industry. Mr. Toner 
pointed out that if the manufacturing 
jewelers expected to maintain their matr- 
gin of profit and pay the taxes resultant 
from the act under discussion, it would 
be necessary to increase the prices on 


their products at Jeast eight to ten pet 
cent. 
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Due to increased business, Chas. 
Ascherman & Co., wholesale jewelers, 
have taken an additional 400 square feet 
of space and now occupy rooms 506 and 
507 in the Hippodrome Building, Cleve- 
land, Ohio. 

The display window of Henry Doepke 
and Bro., jewelers at 40 W. 12th St., was 


broken when a burglar hurled a brick 


through the pane and took two watches. 
One timepiece was valued at $14 and 
the other at $10, it was reported to police. 

William F. Schumer and W)))is Schu- 
mer, his son, are again in complete control 
of the diamond firm bearing the family 


ame in the Wiggins Block. They ac- 
quired the interests of Joseph F. Pieper, 


who became a partner eleven months ago. 


The Hamilton County Grand Jury has 
returned three indictments following the 


burglary of Robert Hummel jewelry store, 
410 Vine St., Nov. 3. Two men were 


durged with receiving stolen goods while 
a third was charged with burglary and 
larceny. 

Members of Cincinnati Guild, Ohio 
Watchmakers Association, will have a 
perfect alibi about their activities on the 
night of January 16, as that is the date 


of their first Grand Ball at the Hotel 


Sinton. They will have a ready answer 


and have plenty of witnesses should they 
be asked that question such as is done 
im a current melodrama. 


The trunk of Henry E. Hart, diamond 
importer of New York City, was recov- 
ered by Cincinnati police recently. It was 


stolen from a truck of the Cincinnati 


Omnibus company. Several suits of 
clothing were missing but other apparel 
was found intact. Two bandits followed 
the truck from a down town hotel to the 


West End where they staged a hold-up. 
They apparently believed the trunk con- 


tained jewels, 


Permanent additions have been made 
to the sales staff in two of the three retail 
outlets of the J. C. Hockett Co., jewelers. 
George Frimming, watchmaker, has been 


established at the store, 3625 Harrison 
Ave., Cheviot, and it is possible that a 


salesman wi)) soon be added, John Ger- 


win, who formerly was with a wholesale 
jewelry house in Cincinnati, has become 


a salesman at the Hockett store at 4547 
Montgomery road, Norwood. 


A tray of platinum pieces set with 
diamonds was filched from one of the 


windows of the George H. Newstedt Co, 


Inc., Fourth and Race Sts., on the Satur- 
day before Christmas. The window was 
smashed with an automobile jack just 
after 6 o’clock when shoppers still filled 
the streets. A newsboy told police that 
the thief leaped into a parked automobile 


and sped away, The Joss is said to be 
$4,500. 


The 1937 meeting of the Ohio Retail 
Jewelers Association will likely be held 
in Columbus, state capital, either late in 
March or early in April, it was an- 
nounced by Henry Von Unruh, state presi- 


dent. The yearly gathering will not take 
place until after the Laster holiday, as 
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CINCINNATI: 


this, like the past Christmas holiday sea- 
son, is one in which jewelers take an 
exceedingly active part. One of the things 
to be done by the state group during the 
year is to make a drive for more mem- 
bers and another will be an endeavor to 
make more retail jewelers advertising- 
conscious. 

The Cincinnati Clock & Instrument Co., 


manufacturers of the larger types of time 


pieces, has purchased the three-story 
building at 1117 Harrison Ave., in which 
it formerly leased the first and second 
floors. The firm has been awarded 


patents and is manufacturing among 
other things, a “Spar-Timer.” This instru- 


ment is to be used exclusively in boxing 


bouts as it rings a bell every three min- 
utes for the regulation time of a single 


round in boxing and again rings each 
minute to indicate the rest period per- 


mitted in fights. 
John S. Breen, who would have been 


49 years old Dec. 8, died suddenly at his 


watchmaker’s bench, the day before. Mr. 
Breen, who occupied space within the 
offices of William F. Schumer & Son, Inc.; 
fourth floor of the Wiggins Block, died 
from a heart attack, according to Coroner 
Frank M. Coppock. He was a World 


War veteran, was active in a movement 


to organize watchmakers in the Queen 


City some years ago, and for a time con- 
ducted a jewelry store on Madison road 
near the Oakley Square. 


A campaign to bring about better quali- 
fied watchmakers will be made by the 
United Horological Association of Amer- 


ica, during 1997, says Frank Foegler, 


president. To achieve this, the work of 
the educational committees of the local 
guilds, will be expanded and the collec- 
tion of colored slides used in talks on 


watchmaking increased. Mr. Foelger 
looks for a revival of NRA provisions but 


for a far diferent instrument than the 
old NRA. The watchmaker’s president 


thinks there will be a-division into skilled 
and unskilled employment with a min- 
imum wage in each. 


). Charles Hummel Named to Head 
Cincinnati Town Criers 


CincinNATI—The next president of the 
Town Criers will be J. Charles Hummel. 
The nominating committee of seven, se- 
lected by Maury Solomon, unanimously 
agreed that, because of his activity in re- 
vitalizing the organization of traveling 


jewelry salesmen, Mr. Hummel should be 


head of the group. He has been secre- 
tary for some time. 

With his selection settled, the commit- 
tee picked competitive slates for the re- 
maining offices. Nominees are: Ray Ibold 
and Julian Hesse for vice-president; A\- 


bert Gebhardt and Norbert Mecklenborg 


for secretary, and Robert Stocker and 
Gus Kuhnheim for treasurer. 

The nominating group consisted of: 
John Schaefer, chairman; Edward H. 
Wruobbolding, Ted Allison, Charles Stern, 
Ray Eibel, William Garrett and Charles 


Dispeker. 
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10% Iridium Platinum 


SCHIRA BROS. 
PLATINUMSMITHS 


15 W. Sixth St., Cincinnati, Ohio 
PLATINUM WORK A SPECIALTY 








PETER HENRY & SON 


Est. 1672 
WATCH CASE REPAIRING 


AND 
GOLD AND SILVER REFINING 
Prompt Service, Maximum Returns 
HD Glenn Bidg., Sth & Rare Sts., Ciastnaati, Obte, 
Clea ua a 











Surplus Outlet Co. 


Lash buyers of complete 


Jewelry Stores or your surplus 
stock. References, Jewelers’ 
Beard of Trade and American 
National Bank, Chicago. Al 
communications confidential. 


PAUL ROSENBERG, Mgr. 


5 So. Wabash Ave., Chicago, III. 











WE BUY 
JEWELRY STOCK 


ANYWHERE IN U.S. A. 
Cash Paid — No Chiseling 
Any Size — Any Amount 


WRITE — PHONE — WIRE 


INDIANA GOLD-SILVER CO. 


334 W. Chestnut St. 
LOUISVILLE, KY. 










lf 


you are in need 


of anything in the 


Gift Lines 


see our announcement 
on page 102 
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GRAU & HUBER 


Manufacturing Jewelers 


Our Specialty 


Diamonno Setring ano Speciat Orver Worx 
Watcu ano Jewetry Repairine 
Encravine ano Carvine of Aut Kinos 
Aiso Stameine of Leatuer Goons 


416 CLARK BUILDING 
1918 PITTSBURGH, PA. 1936 








WATCH MATERIALS 
JEWELRY SUPPLIES 
« 


We carry a complete line of 
all genuine American and 
Swiss watch materials. 
VTF—BB—KK and GS 
Watch Crystals 


LANDAW BROS. 


406-7 Clark Building Pittsburgh, Pa. 








EXPERT REPAIRS 
Jewelry of Every Description 
DIAMOND SETTING AND ENGRAVING 
DOERNBERGER & MUCK 


406 Pittsburgh Life Bldg. Pittsburgh, Pa. 











JEWELERS' SUPPLIES 
DISTRIBUTORS OF 
Genuine Factory Materials. 
Watch Glasses, Tools, Findings, Etc. 
Optical Findings. 
MARTIN GLUCK & SONS 
New Address: 
313-14 Clark Bldg. Pittsburgh, Pa. 








WE OFFER 


PROMPT SERVICE 


FROM THE LARGEST STOCK 
BETWEEN NEW YORK AND CHICAGO 


ELGIN and WALTHAM 
WATCHES 


PRODUCTS OF 


NEW HAVEN 
INGERSOLL 
WESTCLOX 


KADETTE RADIOS 


1847 ROGERS BROS. and 
COMMUNITY PLATE 


COMPLETE LINES OF GOLD 
AND GOLD FILLED JEWELRY 























SAMUEL WEINHAUS CO. 





720-722 PENN AVE., PITTSBURGH, PA. 











PITTSBURGH: 


William Grafner is recovering from 
an extended illness. 

I. Goldzar, of Beaver Ave., has opened 
an additional retail store on East Ohio 
St., N. S. Pittsburgh. 

Charles McKelvey, manager of the 
service department for John M. Roberts 
& Son Co., Inc., is recuperating in one of 
the local hospitals. 

Frank H. Maire has opened a retail 
jewelry store at 1731 Fifth Ave., Arnold, 
Pa. He was formerly connected with a 
New Kensington, Pa., jewelry firm. 

R. M. Brown, Morgantown, W. Va., 
jeweler, sustained a $500 to $600 loss re- 
cently when robbers smashed a show win- 
dow and made away with watches. 

The Hart Jewelry Co., Lorain, O., were 
delayed in holding the formal reopening 
of its remodeled store due to the inability 
of the contractor to obtain certain types 
of store front glass. 

Sharon and Farrell police are search- 
ing for a man who is alleged to have 
exchanged a 10 cent ring for a diamond 
valued at $200 at the Noble Johnston 
jewelry store, Farrell, Pa., Dec. 4. 

Replicas of the crown jewels of Eng- 
land, that will be used in the May coro- 
nation of King George VI; were dis- 
played during the holidays in a Smith- 
field St. window of Kaufmann’s depart- 
ment store. 

The Stewart jewelry store, Punxsu- 
tawney, Pa., has undergone complete re- 
modeling. New cases, new floor covering, 
‘additional lights and a general re-ar- 
rangement have added materially to the 
attractiveness of the establishment. 

Neil Bros., of Birmingham, Pa., have 
become owners of the W. B. Robinson 
Jewelry Co., 27 W. 11th St., Tyrone, Pa. 
Sam Neil has already taken over the 
managership of the new business, which 
will be known as Neil Bros. 

Emanuel Grafner, of Grafner Bros., 
said that notwithstanding the severe 
winter of 1935 and the stagnation of bus- 
iness last March by the flood, Grafner 
Bros. will show a net increase of approx- 
imately 25 per cent for 1936 over 1935. 

Fire destroyed the jewelry store oper- 
ated by R. P. Hannah, of Oak Hill, W. 
Va., on Nov. 23 with a loss estimated at 
$8,000. The fire was discovered by pass- 
ers-by, after flames had raged for per- 
haps a half an hour in Mr. Hannah's 
office. 

Joseph H. Luxenberg, Indiana, Pa., 
jeweler, suffered a loss estimated at be- 
tween $1,000 and $1,200 on the night of 
Dec. 9 when padded brick thieves broke 
one of his display windows and escaped 
with a large quantity of watches and 
other jewelry. 

A brisk repair business swooped down 
upon the trade just prior to the holiday 
trade. Manufacturers and _ engravers 
such as Doernberger & Muck, Grau & 
Huber, Heeren & Co., and C. F. Hillegas, 

(Please turn to page 123) 
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GRAFNER BROS | 


GENERAL LINE 
VALUE AND ASSORTMENI 


SPECIALIZING 


IN 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 








REPAIRING 
JEWELRY & SILVERWARE 


PLATING 
GOLD—SILVER—RHODIUM 


ENGRAVING 


SPECIAL ORDER WORK 
HEEREN & COMPANY 


Successore to Heeren Bros., Company 


140 8TH ST., PITTSBURGH, PA. 














EXPERT JEWELRY 
ENGRAVING 


Our staff of four engravers assures you of 
prompt and efficient service at moderate 
prices. Engraving exclusively. 


HILLEGAS 


ce. F. 
415-A Clark Bidg., Pittsburgh, Pa. COurt 6688 























GOLD and SILVER 


Scrap and Wastes 
IPUIRCHASIEID 


Highest cash rates, by as- 
say or over the counter. 
Get cash for your scrap 
promptly. This is the only 
complete gold refinery op- 
erated in this section of 
the country. 


GOLD, SILVER, PLATINUM, alloys 
and KARAT GOLDS, etc., furnished. 

















VERNON-BENSHOFF CO. 


Clark Building _— Pittsburgh, Pa. 
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Pittsburgh 


(From page 122) 


worked 18 to 20 hours daily in order to 
accommodate the rush. 

David G. Freedman, sales representa- 
tive for Grafner Bros., was given a 
pachelor dinner Dec. 3 in Webster Hall, 
which male members of the firm and a 
few outside guests attended. Speakers in- 
cluded Judge Elder W. Marshall and 
Emanuel Grafner. Mr. Freedman will 
be married early in January to Miss Na- 
omi Ruth Pearlman, of this city. 

Out-of-town retail jewelers, making 
last-minute purchases in Pittsburgh just 
prior to the holidays, included: H. A. 
Caplan, Clarksburg, W. Va.; S. Caplan, 
Weston, W. Va.; Dan Rosenshein, Mason- 
town, Pa.; Kurt Arnold, Akron, O.; W. R. 
Kirk, Steubenville, O.; W. S. Schwer, 
Tarentum, Pa., and Maier Perlman, of 
New Castle, Pa., and Wheeling, W. Va. 





Jaccard Loses Jewels to Thieves 


St. Louis, Mo.—Window-smashers who 
broke display windows in three jewelry 
and one fur store here in about a week’s 
time, escaped with jewelry valued at 
about $2,864 in a recent early-morning 
break at the Mermod, Jaccard & King 
Jewelry Co., 900 Locust St. The loss is 
covered by insurance. 

On the following day the _ robbers 
failed in an attempt on the Drosten 
Jewelry Co., 901 Locust St., when a shat- 
ter-proof inner glass fell inwards, cover- 
ing the jewelry stock, when a brick was 
tossed through the display window. 





Heads Firm 50 Years 


Orecon City, Ore.—William Andresen 
is receiving the congratulations of this 
community on the occasion of his golden 
anniversary as head of the firm of Bur- 
meister & Andresen, which was estab- 
lished here in 1879. Mr. Andresen began 
work for Mr. Burmeister upon his arrival 
in this country from Germany in 1886. 





Milwaukee Firms Merge 

MILWAUKEE — Merger of William H. 
Schwanke, Inc., 322 E. Wisconsin Ave., 
and Alsted-Kasten & Co., 331 E. Wiscon- 
sin Ave., as Schwanke-Kasten Co. has 
been announced by Charles E. Kasten, 
president, and William H. Schwanke, 
vice-president of the new company, which 
occupies the Alsted-Kasten Co. quarters. 


Edward C. Yokum 


PorTLAND, OreE.—Edward C. Yokum, 
who engaged in the jewelry business for 
25 years in Spokane, Wash., until his re- 
tirement four years ago, died recently at 
his home at Waldport, near here, at the 
age of 64. 








The American Gem Society has in 
Preparation window displays and pam- 
phlets showing the British crowns and 
other articles of coronation regalia in 
authentic colors which will form the at- 
traction for an educational window dis- 
play. These in a range of sizes and costs 
will be offered the trade. Some will con- 
tain actual replicas of gems. 
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No. 1 of a Series of Advertisements, showing recent Jewelry Store Modern. 


izations in the Tri-State Area of Pennsylvania, Ohio and West V irginia by 
C. Proessler & Son Co. 





Interior View—Louis DeRoy & Bros., Pittsburgh, Pa. 


Jewelry Store Fixtures 
BY PROESSLER 


Sell 


Merchandise 


NOW IS THE TIME to begin your 1937 modernization planning. 
Most jewelers have just enjoyed the biggest holiday business in 
ten years. The future looks exceptionally bright. 


YOU CAN DO A MUCH LARGER AND MORE PROFITABLE 
BUSINESS IN 1937 WITH A MODERNIZED JEWELRY STORE. 
No jewelry store is too large or too small to modernize. 


Inquiries Invited Within Radius of 300 Miles 
CEdar 1716 


Cc. 


1221-1227 PENNSYLVANIA AVE. 


PROESSLER & SON CO. 


PITTSBURGH, PA. 











SPECIAL ORDER WORK — REPAIRING 


DIAMOND SETTING 
MANUFACTURERS OF FINE MOUNTINGS 


KEYSTONE 
JEWELRY MFG. CO. 


417 Clark Bldg., Pittsburgh, Pa. ATlantic 5782 








PITTSBURGH 
Seeks Your Patronage 




















GEM-STONES 
By G. F. Herbert Smith 


An Interesting Authoritative Book 
Comprising 40 chapters and many 
diagrams, plates and tables by an 
outstanding authority. Over 300 

pages. Price $3.00. 

THE JEWELERS’ CIRCULAR— 

KEYSTONE 
239 W. 39th St., New York 











WATCHES 
DIAMONDS 


New Spring Line 


Ladies’ Hand Bags 
* 


Multiple Strand 
Pearl Necklaces 
WE SOLICIT YOUR INQUIRIES 


M. BONN CO. 


713 PENN AVE. PITTSBURGH, PA. 
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PERSONALIZED JEWELRY 
STERLING - Sete - HAND WROUGHT 
with Special Proposition for Dealers. 
Catalin Monograms—Popular Colors—fer 
Broce! d Bags 


ps 
THE ART METAL STUDIOS, INC. 
Jewelry and Novelty Craftsmen 
17 N. State St. Chicago 








NEWALL 
“Quality” Findings 
Your Wholesaler has them. 








CENTRAL WATCH CO. 

WATCH REPAIRING FOR THE TRADE 

Best Workmanship at Lowest Prices 
Prompt Service 

6 South Wabash Ave. CHICAGO tl 
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SWARTZ & CO. 


10 S. Wabash Ave. Chicago, Ill. 











Kraus & Holden’s 


Second Edition 
GEMS AND GEM MATERIALS 
Price $3.00 


The Jewelers’ Circular-Keystone 
239 W. 39th St., New York 








Wuen You THINK Or 


FINDINGS 


THINK OF 


FULLER 








ORDER FROM YOUR JOBBER - 





Sucomparable 


BHOKER-HECKMAN CO. 
@ E. Madison St. 


CHICAGO, ILL. 





An inexpensive 
way to improve 
DISPLAY 
WINDOWS 


160 N. Wells St. 
CHICAGO 





VALANCES 


Send Glass Sizes for 
Samples and Designs. 
Camden Artcraft Co. 





CHICAGO: 


George J. Fischer, western representa- 
tive for M. Fred Hirsch Co., Jersey City, 
visited briefly in Chicago last month on 
his way east. 


E. R. Tyler, auctioneer, spent last month 
in Galesburg, IIl., where he conducted a 
close out sale of the business of Fishel 
D. Pennes at 307 E. Main St. 

A. Thalhoefer Co., for the past several 
years located at 104 W. Van Buren St., 
have moved to an upstairs location in the 
building across the street. 

Harry Davis, retailer located at 1214 N. 
Clark St., for several years, conducted a 


sale during December and announced that - 


the business would be discontinued. 


Emil Noel, wholesale jeweler, is leaving 
Chicago early in January for a three 
months’ automobile trip to California and 
the Pacific Coast. He will be accom- 
panied by Mrs. Noel. 

Roy Rowelthal and George Wiedbush, 
mid-west representatives for Manheimer 
Watch Co., Inc., left Chicago in mid- 
December for a month’s automobile vaca- 
tion trip to California. 

Michael Kloville, of the Bulova Chi- 
cago office, recently returned from an 
extensive automobile trip through the 
South, including Georgia, Alabama and 
Texas. Mrs. Kloville accompanied. 

George Goldberg, representing S. Kap- 
lan, and Jack Martin, of Marathon Co., 
both making headquarters at Los An- 
geles, spent a few days with friends here 
last week. 

Frederick W. Rehder, jeweler located 
at 1515 W. 79th St., was called to Red 
Wing, Minnesota, late in Novmeber on 
account of the death of his father, 
Ernest, 87. 

The third anniversary convention and 
exhibition of the United Horological As- 
sociation of America, Inc., will be held 
April 26, 27 and 28 at the Congress Hotel 
in this city. 

Friends of Larry Sparks here were 
pleased to learn early in December that 
he had been promoted to the managership 
of the New York office of the Wadsworth 
Watch Case Co. 

William Lester, who has represented 
the Morays Watch Case Co., Inc., 27 6th 
Ave., Brooklyn, in the Middle-west and 
South with the safety clasp watch attach- 
ments, will take over the Chicago terri- 
tory beginning Jan. 1. 

Adolphe Bitterman, city representative 
for Stein & Ellbogen Co., and Miss Pearl 
Engel were married Dec. 15, and left 
immediately for a trip to Florida. Mrs. 
Bitterman’s father is proprietor of Engel’s 
Jewelry Store, 1350 E. 55th St. 

M. A. Mead & Co. have opened a new 
branch office at 904 Michigan building, 
Detroit, under the direction of Erdman 
W. Berg. Mr. Berg has represented the 
organization for some time, but had no 
office in the downtown district. 


Gorham Mfg. Co., Inc., will move its 
large Chicago headquarters from 10 S. 
Wabash Ave. to the Merchandise Mart, 
in which it will take more than 4,700 
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square feet of floor space, under a 10-year 
lease becoming effective in March. 

Frank Rasmussen, who conducts a 
wholesale and retail mail order business 
on the ninth floor of the Heyworth build. 
ing, suffered a loss of about $300 las 
month when a sneak thief got away with 
a small tray of wedding rings. 


George Epstein is now West Coast rep- 
resentative of A. Hirsch Co., wholesale 
jewelers of Chicago. Previously Mr. 
Epstein was with a New York City 
watch house in this same territory. Sales 
rooms are maintained at room 800 Met- 
ropolitan Building, Los Angeles. 

Henry L. Rose, who organized the busi- 
ness of Rose Smelting & Refining Co, 
with buying offices on the 12th floor of 
the Heyworth building about one year 
ago, is now located in space more than 
twice as large as the original. The new 
location is 1201. 


Milton J. Heegn, for many years in the 
credit department of Otto Young & Co, 
recently purchased the watch repair and 
jewelry business of Milton Pense, 701 
Heyworth building, and will continue the 
business in this location. Mr. Pense will 
continue his diamond and emblem busi- 
ness. 

Mrs. Johanna E. Miller, 71, wife of 
I. B. Miller, died Dec. 12 after an illness 
of about two months. Mrs. Miller was a 
sister of Sol C. Eppenstein, for many 
years associated with the trade and Mr. 
Miller has been well known in this terri- 
tory through over 50 years of association 
in the trade. 

Open house was held in the rooms of 
the Chicago Jewelers’ Club in the Pitts- 
field building on the afternoon of Dec. 
24. Luncheon was served from noon 
until 3 o’clock and special refreshments 
and amusement were supplied by the 
house committee. This was really the 
first birthday of the organization which 
has proven so popular with the trade 
here. The annual meeting will be held 
Jan. 19. 

Announcement was made last month 
that Wm. J. Kappel Co., Inc., credit 
jewelers of Pittsburgh, would enter the 
Chicago field this month. Leases have 
been acquired on the entire south west 
corner of Wabash Ave. and Madison St. 
This entire space of the Heyworth build- 
ing was formerly occupied by Charles 
E. Graves Co., but more recently by 
Frederic’s Pearl Shop, a dress store and 
a branch of the Catherine Hay jewelry 
stores. The Frederic’s Shop have con- 
ducted a sale for the past several weeks 
and will retire from business and the 
business of Catherine Hay will be re- 
moved to their store at 302 North Michi- 
gan Ave. 


Flake B. Wilson 
Litre Rock, ARK.—Flake B. Wilson, 
45, of 4123 W. Roosevelt Road, who for 
some years was connected with Charles S. 
Stifft Co., Inc., and later operated a store 
of his own, died at a Little Rock hospital 
the night of Dec. 10. 
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$200,000 in Smuggled Diamonds, Watch Movements 
Uncovered by Customs Agents; 5 Dealers Implicated 


smuggled diamonds and watch move- 
ments, with a valuation of approximately 
$200,000 were seized within recent weeks 
py U. S. customs agents as attempts to 
get them through the port of New York 
were uncovered. 

Four arrests, including those of two 
New York diamond dealers, followed the 
finding of diamonds, valued at $150,000, 
in the baggage of the wife of a Bronx 
peddler who traveled to Europe on the 
Queen Mary .and returned on the Nor- 
mandie, Nov. 23. The case was the sub- 
ject of a grand jury investigation during 
December. 

Those under arrest, all booked on the 
same charge of violating the tariff act 
relating to smuggling, are Mrs. Pearl J. 
Weinberg, 28, and her husband, Isaac, 
and Israel Mandelkern, and Mark Ginz- 
burg, diamond dealers at 99 Nassau St., 
New York. All furnished bail, which in 
the case of Ginzburg and Mandelkern 
was raised to $5,000 each on Dec. 18. 

Customs agents who had been seeking 
the source of smuggled diamonds for 
several months became suspicious when 
they learned that the peddler’s wife was 
making the trip to England with her five- 
year-old son. It is believed the stones 
were smuggled into England from Ant- 
werp. 


Four-Year Sentence and Fine 
David J. Goldsmith, diamond whole- 





saler at 99 Nassau St., New York, was 
sentenced to four years in the peniten- 
tiary and fined $5,000 before Federal 
Judge Robert A. Inch, on Nov. 27, on 
charges of smuggling diamonds and 
watch movements with a retail value of 
approximately $50,000. 

Goldsmith was co-defendant with Mrs. 
Lina Loeffler, of Berlin, Germany, who 
was acquitted, and two persons unknown 
to the court. Arrests followed the con- 
fiscation of the smuggled goods in the 
false bottom of a trunk used by Mrs. 
Loeffler, which she contended she was 
urged to use on a trip to visit relatives 
in this country. The case was presented 
by Charles T. Murphy and Seymour M. 
Klein, assistant U. S. attorneys, and Rob- 
ert L. Werner, special assistant to the 
Attorney General. Mr. Klein spent four 
months in Europe last Summer gathering 
evidence. Goldsmith was released on 
$5,000 bond after filing an appeal. 


Two Committed for Watch Smuggling 


Sidney Shindelman and Michael Schaef- 
fer both of New York City, were arrested 
for violation of the tariff act for smug- 
gling watch movements, and were both 
sentenced to jail when they withdrew 
pleas of not guilty. Shindelman was sen- 
tenced to 18 months on three counts, to 
run concurrently, while Schaeffer was 
sentenced to a year and one day on three 
counts to run concurrently. 











“Marriage License” Jewelers 
Fight Wedding Aid Ban 














MILWAUKEE—Now that the district at- 
torney would require that all marriage 
license applications be made out in the 
county clerk’s office, four Milwaukee 
jewelers who have made a specialty of 
offering free licenses to persons buying 
wedding rings insist they are engaging 
in “legitimate business promotion.” 

One jewelry store even offers service, 
getting a medical certificate for prospec- 
tive bridegrooms, said The Milwaukee 
Journal. The Journal named a “big four” 
among “marriage license’ jewelers, and 
quoted a fifth jeweler who said he had 
handled licenses to some extent, against 
his wishes, “just to meet competition.” 

It is said that at least half of the 6455 
marriage license applications handled by 
the county clerk’s office during the first 
11 months of last year were sworn to be- 
fore notaries outside the clerk’s office. 

“Couples come in here after working 
hours when they wouldn’t be able to get 
into the courthouse,” defended one jewel- 
er. “We save them the 50 cents they 
would have to pay the county clerk. We 
get their business and in return for it 
they get accommodation.” 

“Marriage license” jewelers came un- 
der the D.A.’s fire when it was discovered 
that a 19-year-old girl who is epileptic 
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and as such unable to wed under Wiscon- 
sin law, and a young man of low mental- 
ity got their license through -a jeweler. 
“Mistakes like the one that occasioned this 
demand for legislation can happen in the 
courthouse as well as the jewelry store,” 
a jeweler argued. 





Historic Watch to Annapolis 


ANNAPOLIS—The Naval Academy will 
receive the gold watch which was car- 
ried by George Bancroft, Secretary of 
the Navy, when the institution was 
founded and who was named as its 
founder. Mrs. Charles Carroll, Mr. 
Bancroft’s granddaughter, who now lives 
in Mentone, France, has presented the 
watch, and it is being delivered by Rear 
Admiral Arthur P. Fairfield, comman- 
dant of the American squadron in Euro- 
pean waters. 


Indict Negro in Repairman’s Slaying 

MempHis—A Negro who police say 
clubbed William S. Orman, watch repair- 
er, to death during a robbery in the lat- 
ter’s Florida Ave. shop Nov. 14, has been 
indicted on charges of first degree murder 
by the county grand jury. 








The American Jewelry Co., 942 5th 
Ave., San Diego, Cal., has reopened in 
its new quarters, on the site of the his- 
toric Phillips Hotel, 5th Ave., in a new 
building erected by Sol Lowenfeld, pro- 
prietor. 
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TO START THE 
New Year RIGHT — 
A REFINISHED DIAL 


makes dull hours bright 
SUGGEST THIS SERVICE TO YOUR CUSTOMERS 


KIRK-RICH DIAL CORP. 


HEYWORTH BLDG. 
CHICAGO, ILL. 





METROPOLITAN BLDG., 
LOS ANGELES, CAL. 
SEABOARD BLDG., 
SEATTLE, WASH. 


ALLEN BLDG., 

DALLAS, TEX. 

CLARK BLODG., 
PITTSBURGH, PA. 














INVENTORY TIME 
IS HERE! 


Plan now to check over your 
fire and windstorm insurance 
and take the renewals with the 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


NEENAH, WISCONSIN 











the trade. 


SIMON BROS. 


Watch Repairers for the better 
trade since 1910. 


References from best concerns in 


5 S. WABASH AVE. CHICAGO 








McRAE & SHAW 
168 N. Michigan Ave. 
CHICAGO, ILL. 


of 
“THE OLD TATTLER" RADIO PROGRAM 
“EXCLUSIVELY FOR JEWELERS” 








fcme WATCH CO. 


S S.WABASH AVE. CHICAGO ILL 


USED WATCH 
MATERIALS 





USED MOVEMENTS 
Running Condition 
Good Dials 
O-size Elgin, Waltham 

73, $2.25—1 


5 53, $3.25 
12 or 16 size Hunting 
73, $1.50—15J, $2.50 
{2 size pen Faee 
743, $2.25 — 153, $3.25 

6 ize Face 
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for all watches. 
Send sample ef 
what you want! All 
Guaranteed! Resalt 
only if satisfactory. 














Where to Buy 
IMPORTED 
China and Glass 








Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 














ROYAL DOULTON 


English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 


The original production 
WM. S. PITCAIRN CORPORATION 
(04 Fifth Ave. 


New York, N. Y. 





FINE CHINA 


Finer hroede 


Famous the World Over 
Available from New York Stocks 


ROSENTHAL CHINA CORP., 149 5th Ave., New York 








CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


Im stock for immediate delivery. Great 
variety of patterns and designs. 
tre your urgent orders. 


PAUL A. STRAUB & CO., Inc. 
Importers, 105-107 Fifth Ave., New York 





ROYAL CAULDON and COALPORT 
China and Earthenware 
ROYAL CROWN DERBY CHINA 
Service plates and short lines 
WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 
EDWARD BOOTE i) Yon? 


ST. 
NEW YORK, NWN. Y. 





SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 
Winterling Factories 


FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. New York, N. . 





FINE FRENCH CHINA 
OOTHS, L e 
JOHN MADDOCK & SONS 
English Earthenware 
“GENUINE QUIMPERWARE” 
ll in New York Stock 


THEODORE HAVILAND & CO., Ine. 
26 W. 23rd St. New York 














JUSTIN THARAUD, Inc. 
129 Fifth Ave., New York, N. Y. 


MYOTT SON & CO., England 
ROYAL BAYREUTH CHINA, Bavaria 
CHATEAU CHINA, Czechoslovakia 
FRANCISCAN WARE, Gladding McBean & Co. 








In the Field of Advertising 
and Trade Promotion 








A full-page illustrated article appeared 
in the finance and industry department of 
The Literary Digest for Dec. 12, dealing 
with the position occupied by J. R. Wood 
& Sons, Inc., of Brooklyn, N. Y., in the 
field of wedding rings. The history of 
this 86-year-old firm and its traditions 
were told in detail. “During the last 
fortnight,’ the article said in part, “the 
firm’s stylists have busily sifted the com- 
pany’s 1000-odd designs and dropped 
those which have failed to win popular 
favor. In March, a bright new catalog 
will be mailed to 15,000 potential cus- 
tomers in America, Europe, even China. 
. . . Jewelers were prompt this year in 
stressing engagement rings that match 
wedding rings. The suitor who buys one 
eventually returns for the other.” 

* * * 


“The Story of an Old Copper Coin and 
its Heritage in Today’s Fine Jewelry” 
is the title of a 16-page booklet, attrac- 
tively bound in black and gold paper 
covers and amply illustrated, which tells 
the history of gold filled and rolled gold 
plate and explains why jewelry made 
from rolled gold plated and gold filled 
sheet, wire and tubing, in conformity to 
U. S. Commercial Standard CS 47-34, is 
superior to jewelry made of inexpensive 
metal upon which gold has been electro- 
deposited. Salient points in the commer- 
cial standard are listed. The booklet is 
published by The Rolled Gold Plate 
Manufacturers. 

* * 

Westclox recently put on their major 
promotion of the year—Westclox Week— 
and 44 cash prizes were distributed. Eleven 
prizes in four different divisions were 
awarded. The jewelry winners in the 
national display window contest were an- 
nounced as follows: E. Hertzberg Jewelry 
Co., San Antonio, Tex.; Louis Daiches, 
Breckenridge, Tex.; Benjamin & Co., 
Wellston, Ohio; Von’s, Cincinnati, Ohio; 
Muta U. Swiger, Shinnston, W. Va.; 
Parker Jewelry, Lansing, Mich.; F. W. 
Frisch, Healdsburg, Calif.; Breitinger & 
Sons, Inc., Philadelphia, Pa.; J. A. Pat- 
terson, Riverside, Calif.; Paul J. Clay, 
Reading, Pa.; Sommer-Jeweler, Pitts- 
burgh, Pa. 

* * * 

The Model Home of America at At- 
lantic City, N. J., is attracting many vis- 
itors. Included in the equipment of this 
home are Telechron electric clocks, each 
one particularly suited to the room in 
which it is used. Among the modern 
touches in the living room, one is sure to 
note the “Luxor” on the console table. It 
fits into the room perfectly not only be- 
cause of its modern design but because 
it reflects the lovely shade of blue of the 
draperies and the Queen Anne wing 
chair. One of the most important rooms 
in the house is the kitchen. Naturally, 
the “Kitchenguide” wall model in an ap- 
propriate color scheme is part of the fur- 
nishings. No space is wasted in the 





Model Home and the cellar contains an 
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attractive hobby shop, where Conspicy- 
ously placed over the work table js an- 
other model, the “Consort.” On top of 
the radio in the recreation room js the 
“Controlla,” beautiful mahogany model 
with walnut finish and wood inlays, Up- 
stairs in the master bedroom is “Tribyte” 
a beautiful modernistic clock in a walnut 
case. In the nursery is “Smug” in blye 
case with orange beak. Also, in the 
guest room, is the “Iris” model. 

* * * 


Maybaum Bros., Inc., 48 W. 48th St., 
New York, have issued an unusually at. 
tractive catalogue entitled “Fine Jewelry 
1937.” Splendid, full-size photographs 
of some of their new and exclusive de- 
signs in platinum and diamond and other 
jewelry are assembled therein. Pictured 
and described are loose diamonds, clip- 
brooches, brooches, bracelets, mounted 
diamonds, star sapphires and_ rubies, 
precious colored stones, wedding, cock- 
tail and fancy rings, charms, watches and 
attachments, anniversary necklaces and 
Oriental pearls. 

* * * 

Anyone who had occasion to pass a few 
jewelers’ windows in almost any city of 
the country, could not help but be aware 
of the important role Ronson products 
were playing during the holiday season. 
Hardly a window of the better jewelry 
stores failed to feature a representative 
display of lighters and lighter-cases. This 
extensive tie-up with the advertising and 
merchandising program, was both the 
cause and the result of a record-breaking 
year. Naturally, advertising alone could 
not sustain the growing demand year 
after year. Ronson products themselves 
are so well made and function so efficient- 
ly, that they have become a_ smoker's 
necessity. Of particular significance is the 
fact that orders for merchandise were re- 
ceived by the factory, right up to Christ- 
mas. Dealers now are eagerly awaiting 
the first announcement of the new lines 
for 1937. 





Anton D. Amundsen, 72, who had es- 
tablished a national reputation for his 
craftsmanship as a designer of silver, 
died at Taunton, Mass., Dec. 20. 
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Editor, JEWELERS’ CIRCULAR-KEYSTONE: 


The recent decision of the United States 
Supreme Court establishing the constitu- 
tionality of the so-called Fair Trade Acts 
of the states of California and Illinois is 
extremely important to the jewelers of 
the country. 

I have not seen a copy of the Illinois 
act but the California act permits the pro- 
ducer of trade-marked or patented ar- 
ticles to control the price at which they 
shall be sold at retail even though the 
producer has no contractual relation with 
the particular retailer. 

Particular attention should be called 
to the addition to the California law 
made in 1933 in relation to—“Wilfully 
and knowingly advertising, offering for 
sale or selling any commodity at less than 
the price stipulated—etc.” 

It is highly improbable that there will 
ever be a Federal Act carrying out these 
provisions but similar laws will un- 
doubtedly be passed in many other states 
as rapidly as possible, thus enabling man- 
ufacturers who wish to keep their regu- 
lar channels of distribution free from 
unfair and destructive competition to 
do so. 

These acts are of particular interest to 
retailers of books, drugs and jewelry 
items and, naturally, wherever such mea- 
sures are proposed in the different states 
there will be powerful opposition. In 
this connection we must bear in mind 
that there are economists in important 
positions who believe that in attempting 
to secure the greatest good for the great- 
est number there should be no «straint 
placed upon competition betwe -etail- 
ers, that is, the buying public’s interests 
will be best served by being able to pur- 
chase the merchandise it needs at the low- 
est possible price regardless of how that 
price is reached. In short if one class of 
merchandisers is able to sell a commodity 
at a lower price than another, thereby 
driving the latter retailer out of business 
by preventing his obtaining a price car- 
rying with it a living profit, it is simply 
too bad for that retailer but the public 
must be served. 

Of course we realize what the ulti- 
mate effects of such a policy would be 
and thus the value of this power given 
to the retail jeweler in his fight against 
the predatory price cutter is inestimably 
increased. 

It would seem as though there could 
be no more important duty on the part 
of officers of retail jewelers associations 
in the various states than to join with 
others in securing the passage of similar 
laws in their own states. 


: WILLIAM D. MCNEIL. 
President of the A.N.R.J.A. 





Editor, JeweLers’ C1RCULAR-KEYSTONE: 
The decision of the Supreme Court up- 
holding established resale prices is, in 
my opinion, progressive and construc- 
tive. These established prices are usually 
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fair to the consumer, otherwise the manu- 
facturer could not long continue retain- 
ing his market and the retailer would 
soon discontinue the sale of the item. 

The retailer who cuts prices is not al- 
truistic. He is usually misleading his 
buying public in that he requires a fixed 
average mark-up and where he makes a 
“sales-leader” of one item, he usually 
increases beyond a fair mark-up some 
other nondescript item which he prefers 
to sell. In fact, he frequently attempts 
to induce the customer to switch from the 
“leader” to the preferred item. This is 
common knowledge it is not fair 
to the manufacturer nor the consumer 
and is simply a bait to entice the cus- 
tomer and thereafter confuse him in his 
purchasing. 

When a manufacturer spends hun- 
dreds of thousands of dollars in estab- 
lishing a goodwill for his trade-marked 
product, it is sound public policy to pro- 
tect that property-right against destruc- 
tion by others who have no interest in it 
except to employ it in a misleading man- 
ner for the purpose of deceiving the 
public. 

If in the operation of his business a 
retailer were honest and sincere in offer- 
ing price advantage to his customer, he 
would not single out one item or a cer- 
tain trade-marked product to exploit but 
would publicly announce that all mer- 
chandise of every nature and kind that 
he is carrying is being sold by him at a 








1937 — WE SALUTE YOU 


—Time Marches On. 

—And 1937 is staring us in the face with an 
appraising eye and a challenging mien. 

—The New Year will offer alluring oppor- 
tunities for the man of energy, initiative 
and vision—the man who keeps “in step” 
with the Parade of Progress. 

—All signs point to great events ahead. 

—1937 will witness the development of many 
new things and new uses for things. 

—And an upward trend in our standard of 
living, 

—With tremendous nation-wide activity in 
our efforts to lessen the breach between 
supply and demand. 

—Problems we'll have a’plenty, both domes- 
tic and international— 

—But these will all be solved in due time; 
and the world will be all the better to 
live in. 

—So—here’s a Happy New Year to you, 
one and all— 

—With a friendly admonition to “keep in 
step,” 

—For the pace is fast and furious these days— 

—And it’s terribly lonely sitting by the road- 
side when the Parade is well up ahead. 


President 
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discount. This would establish honesty 
and sincerity of purpose. 

How infrequently, however, do we 
find this to be the case? Yes, it is practi- 
cally unheard of except in an actual 
absolute liquidation of a business. 

In the light of the foregoing, it is there- 
fore, of great advantage to eliminate the 
possibility of mischief in the misuse of a 
so-called “sales leader” and it transcends 
any benefit in price to a shrewd buyer. 


Oscar M. LAZarus, 
Benrus Watch Co., New York. 





Editor, JEWELERS’ CIRCULAR-KEYSTONE: 


There is very little doubt but that re- 
tail practice in this country will be tre- 
mendously affected by the Supreme 
Court’s unanimous decision upholding the 
“Fair Trade” laws of California and IIli- 
nois, and more so if it is followed up by 
Federal legislation along the lines of the 
California and Illinois Acts. 

It is pretty early to express an opinion 
on the evaluation of the decision in this 
particular case when one is doing busi- 
ness in forty-eight states of the country, 
with no similar Federal legislation as yet 
enacted. 

We have always considered our na- 
tionally advertised trade marks, symbol- 
izing the good will of International Sil- 
ver Company, no small part of the com- 
pany’s assets. Further, we have always 
felt that any intentional injury to the 
good will of our company or to the goods 
bearing a nationally recognized mark of 
identification, through price cutting or 
what might be termed “illegitimate dis- 
tribution” is unwarranted, uncalled for 
and not in the interest of the consuming 
public. 

We must not be too hasty in our opin- 
ion of the various State Fair Trade laws 
at this writing. If, however, Federal leg- 
islation on this subject is to be consid- 
ered in the next Congress, producers and 
distributors alike should at that time co- 
operate with their representatives in Con- 
gress to see that a proper law be enacted 
in the interest of manufacturer, distribu- 
tor and consumer. 

Roy C. Witcox, 
Executive vice-president, International 
Silver Co., Meriden, Conn. 





Marcus M. Brewster 


Marcus Morton Brewster, who for 
more than 60 years traveled in the Mid- 
dle West for his own and other jewelry 
companies, died Dec. 16 at his home in 
Brooklyn in his 86th year. Ten genera- 
tions removed from Elder Brewster, who 
was a Mayflower passenger in 1620, Mr. 
Brewster was born in Hartford, Conn., 
Apr. 26, 1851. 

At an early age he came to New York, 
where he found employment with Hunt- 
ing & Earle, who were then at 15 John 
St. Then he was associated for many 
years with the old firm of Philip Bis- 
singer & Co., and later he went into busi- 
ness for himself at 12 John St. A son, 
M. S. Brewster, junior partner in D. D. 
Brokaw & Son, manufacturing jewelers, 
37 W. 47th St, and three daughters 
survive. 











THE EVOLUTION 


OR nearly three centuries clocks limped along with 

only inadequate or erratic means of keeping time until 
the pendulum was successfully applied to control the 
movement of wheel clocks, and what had been scarcely 
better than a toy became an instrument of precision. The 
credit for this epoch-making invention, in 1656, has been 
universally accorded to the Dutch scientist Christian 
Huygens, but how far he was indebted to predecessors for 
his achievement has been a much-mooted question involv- 
ing the idea that his application of the pendulum was not 
a clean-cut novelty but a finishing stroke—perhaps a 
stroke of genius—which went just a little farther and was 
just a little better than had been done by others before 
him. 

Galileo, beginning in 1582 with his detection of isochro- 
nism in the oscillation of a swinging lamp in the cathedral 
of Pisa, rapidly followed this with further experiments 
that led him and others, notably Huygens, to a determina- 
tion of the laws of oscillating bodies in general. Bodies 
swinging like a pendulum were no novelty; they had been 
observed by everybody, everywhere and always, but that 
their oscillations conformed to definite laws which deter- 
mined their rate was a fact that was established only 
through skillful experiment and keen analysis which made 
a distinction between what was really a pendulum and 
what was only apparently such. A swinging piece is some- 
times incorrectly called a pendulum when it is merely 
pendulous. 

What is a pendulum clock? The answer seems easy 
and obvious: a clock whose action is controlled by a pen- 
dulum; meaning usually a pendulum which, when dis- 
placed from its position of equilibrium (vertical), is 
brought back by the force of gravity. There are other 
kinds of pendulums, as conical, torsional, and still others, 
but when any of these are under consideration they are 
generally designated by their special name; when not thus 
named the pendulum is assumed to be one that vibrates 


By 
DANIEL WEBSTER HERING 


Curator, and Arthur Lindig, Mechanic of 
the James Arthur Collection of Clocks 
and Watches, New York ‘University 


Outline of the development of the use of 
the pendulum from the earliest method 
of control 


under gravity, and that is the kind that is commonly 
meant in speaking of a pendulum clock. The use of such 
a pendulum to control a clock movement was the earliest 
and most radical improvement in clocks and, according to 
general belief, was not applied until the clock had long 
operated under a different and uncertain method of con- 
trol. The pendulum clock was not an original invention 
but an evolution. 


THE Fouiot THE EARLIEST METHOD OF CONTROL 


The earliest oscillator to control the progress of a clock 
movement was a horizontal bar called a “‘foliot’”’ that was 
balanced by suspension from its mid point and swung to 
and fro horizontally. This method of control, while 
probably familiar to most readers, is seldom to be seen 
nowadays and a brief description of it may not be out of 
place. 

The step-by-step progress of the movement in the earli- 
est wheel clocks was secured by means of the horizontal 
oscillating bar LL, Fig. 1, through which descended a 
vertical rod called the verge, past the vertical face of the 
crown-shaped wheel called the escapement wheel or scape 
wheel. On the verge were two flanges called pallets, at 
an angle of about 100 degrees with each other, engaging 
in the teeth of the scape wheel at the ends of a vertical 
diameter. 

It is shown in its simplest form in Fig. 1. The figure 
virtually explains itself. If the foliot is at rest with a 
pallet of the verge against a tooth of the scape wheel the 
clock cannot go, but if the bar is turned a little the mech- 
anism is released, the tooth held in check by the pallet 
escapes, and the weight drives the movement until the 
turning verge brings the other pallet in front of a tooth 
and the movement is again checked. The impact of this 
tooth along with the driving force of the weight, how- 
ever, gives an impulse to the verge, impelling it to turn in 
the opposite direction until this tooth escapes and again 
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